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A Forceful Selling Campaign 
Drange 1916 Campbell’s Varnish Stain will 


have the biggest selling campaign inits history. 


The following three new selling features will be advertised in 
large space is such well-known magazines as Saturday Even- 
ing Post, Ladies’ Home Journal, Good Housekeeping, Delin- 

eator and dozens of others as well known. Link your store to 
a “winner” by using the window and store displays we 
furnish free. 

N | Campbell’s Varnish Stain dissolves grease spots. We don’t have to 
tell you what that means. Try it for yourself, and see. Realize 

what this means to the housewife. 
N ? a ies 8 Varnish Stain penetrates deep into the very fibre of the 
O. wood. It’s there to stay. That means that you can abuse and 


hammer it, but it will hold its own. It’s tough and durable. Your customer 
doesn’t come back to you in a month or so to tell you that her floor or furniture 


looks worse than ever. 


N 3 Let a can of Campbell's Varnish Stain stand as long as you please, but 
O. there will be no sediment—no mud at the bottom that you have to stir 
up with a stick. It’s a fine and clear varnish stain—thoroughly unified. 


WRITE for a copy of our ‘Sales Help” book illustrated in this 
announcement. It gives the complete story of our selling 
campaign and contains many suggestions that will help increase 
your entire business. Write for it today. 
CARPENTER-MORTON COMPANY 
Also Makers of Cow-Ease and Colorite 
Established 1842 77 SUDBURY ST., BOSTON, MASS. 
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PROFIT 
MAKERS 
FOR 
COLD 
DAYS 











Clark Indestructible 
Steel Heaters 








For automobiles, carriages, 
wagons, sleighs, etc. 


These practical devices can 
be sold to nearly everyone who 
rides or drives in cold weather. 














How 1s your stock? 


Remember, when a cus- 
tomer wants a Clark heater he 
wants it quick. Keep prepared. 


All jobbers have the Clark— 
the quality line. 


Write for our 1916 cata- 
logue. 





Get this business in your 
community. It pays. 











Chicago Flexible Shaft Company 


606 La Salle Ave., CHICAGO 
New York Branch: 16 and 18 Reade St. 
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We Have Bridged the Gap 


The National Mfg. Co. has been selling direct to the 

retailers since its organization in 1901. 

This method is the most profitable one for our customers. They are 
assured of the best quality of hardware, shipped promptly, and without 
substitution. 

In addition to this we co-operate with the 
retailers in advertising and selling the 
National line. 


the retailers 
appreciate this 


Not only in our methed of distribution do we excel, but also 
in packing the National Line. 


All National goods are packed most conveniently for the dealers use. 
This method cuts down the overhead expense of handling. For instance—screws 
are packed with all of the goods. This saves time in counting out screws. Makes 
delivery quicker. All cartons 
are taped. Broken packages 
are easily noticed when invoicing. 


Everything possible has been 
done to eliminate waste and 
conserve time for the retailer. 


Why not allow us to tell you 
of the profit that can be made 
by handling National goods. 


National Mfg. Co. 


Sterling, Illinois 


1916 
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ALL THE YEAR ROUND WITH TOYS 


How an Oklahoma City Firm Gleans Profit and Advertising 
from an Up-to-Date Toy Line 
By L. S. SOULE 

















Mechanical and electrical toy section 


toyless days is an unfair proposition to a 

mighty important element in our population. It 
is like limiting a colored pastor to one chicken every 
twelve months or William Jennings Bryan to one 
Chautauqua per year. Good old Saint Nicholas 
never intended his little Christmas visit to act as 
a joy-killer during the balance of the season. He 
isn’t built on those lines. He figured it as a sort 
of opening wedge for a year of play—a good 
starter, like a Carnegie library endowment, to be 
carried on by private enterprise. The running ex- 
penses are up to the public. 


() day of toys to three hundred and sixty-four 


Toy Desire Not a One-Day Stunt 


Healthy childhood demands toys. There must be 
some outlet for pent-up enthusiasm. Lack of toys 
and playgrounds has filled our larger cities with 
youthful toughs and boy bandits. It has cost them 
enough to equip every kid in the municipality with 
a bunch of toys and a place to operate them, and it 
has turned a coterie of care-free boys into a band 
of criminals. The desire for toys is not the passing 
fancy of a day. It is inborn and perpetual, as nat- 
ural as the desire to live and breathe. Toys will 
break— it’s their nature. But their breaking never 


stills the wish for more. That desire is in the kid 
to stay and it’s up to the wise hardware man to 
profit thereby. 


Oklahoma Firm Recognizes Year-Round Right to Toys 


W. J. Pettee & Co., Oklahoma City, Oklahoma, be- 
lieves in the right of childhood to have toys the 
year round. Their recognition of this right takes 
the practical form of 7000 sq. ft. of floor space 
devoted exclusively to the sale of toys. The entire 
third floor of their store, which is the largest in 
Oklahoma City, is at the beck and call of the toyless 
child. To be sure, their largest stock is on display 
during the holiday season, when fifteen clerks are 
on duty constantly in tke toy department, but a good 
substantial selection is always on hand and three 
salesmen attend to toy wants at any old time of 
year. 

It was just three years ago that Pettee & Co. 
heard the call of toyless waifs and started in to 
meet it. They didn’t attempt to corner the toy 
market, right off the bat, neither did they try to 
get away with Oklahoma City’s toy money on a 
piker bet. Pettee & Co. don’t do business that way. 
If a line is worth stocking they believe in giving it 
a fair trial. If it isn’t, they pass it up like a 
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Main section of the toy department 


white chip. Toys looked like a real live proposition 
to them, so they carefully figured the prospects 
and went after the business in a business-like way. 
Their store is large even for a city of 50,000 and 
a dinky toy stock would have been lost in the busi- 
ness shuffle. They started the ball rolling with a 
$4,000 stock. 


Toy Stock Demands Separate Department 


The first year justified their faith in the handling 
of toys. The sales were large and the profits were 
more than satisfactory. The gain in new business 
due to carrying the line was exceptional. They 
added to the stock and hustled for another year with 
the same results. Then the growth of the business 
demanded more room for display and the third year 
found them devoting an entire floor to the sale of 
toys and carrying a stock invoicing over $10,000. 

The salesroom for toys is beautifully and con- 


veniently arranged. The walls are lined with 
well-trimmed shelving, and the floor space is 
taken up with double-decked display tables, neatly 
constructed from galvanized pipe with board tops. 
The toys are removed from the boxes and arranged 
on the tables, the surplus stock and empty boxes 
being on the floor underneath the tables. Each toy 
is plainly marked with the selling price, name and 
stock number, and as the boxes are marked in the 
same way it is an easy matter to pass out the toy 
desired in the original package. All toys of similar 
character are kept together, and neat showcards, 
suspended from the ceiling, call attention to the 
different sections. 

Pettee & Co. do not cater to the cheaper trade 
in toys. That part of the toy business is pretty well 
taken up by the large racket stores, with whom the 
firm does not care to compete. To be sure, a few 
of the cheaper toys are carried, but they are used 

















Toy window display made by W. J. Pettee & Co. 
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mainly as horrible examples to aid in selling the 
better lines. The toys stocked are those which 
teach the child to think and build up his initiative. 
They are well made—will stand up under severe 
usage and they carry an air of quality. The line 
is complete and comprehensive. There is a section 
devoted to dolls and doll equipment, one to games, 
one to mechanical and electrical toys, one to toy 
animals, one to bicycles and velocipedes, and one to 
magic lanterns, radiopticans and moving picture 
machines. 

In the electrical and mechanical department all 
kinds of mechanical structures were in operation 
during the holiday season. Electric trains were 
running on schedule time, and the stations and 
equipment were strictly up to date. Two toy motor- 
cycles were doing a mile in two minutes flat, and 
electric lights in colors lent attractiveness to the 
scene. This was the favorite rubbering place for 
boy customers, who ranged in age from six to sixty. 

“It’s a strange thing,” said the manager of the 
toy department, “but the best and highest-priced 
toys are the first ones sold. Yesterday I sold a 
Teddy Bear for $22.50 and a toy express wagon for 
$17.50. Very few of our cheaper toys have been 
sold. We didn’t stock a great many of them and 
most of what we did buy are still in stock. The 
better toys are pretty well cleaned up—in fact, our 
stock is below the year-round normal.” It was true. 
The stock of cheap stuff seemed hardly to have 
been touched, but there was a decided scarcity of 
the high-class toys bought for the holiday season. 

One first-class system inaugurated by the firm 
this season in regard to electric and metal trains 
deserves special mention. The engines, coaches and 
freight cars were purchased separately. This en- 
abled them to make up trains to fit the desires or 
pocketbooks of customers, and to sell new cars to 
complete trains sold the year before. 


Use Catalog and Parcel Post 


The toys are displayed at regular intervals in 
the windows and a catalog is issued every fall to 
stimulate the holiday business. This catalog is 
gotten up by C. B. Hunt, the firm’s advertising 
manager, and is mimeographed. Ten thousand 
copies are sent out yearly and hundreds of toy 
orders are filled and shipped by parcel post. A 
small advertisement inserted twice in a weekly paper 
calling attention to the toy catalog brought 265 
inquiries. This catalog is one of the big ideas of 
the toy department. It not only sells toys and 
advertises the store, but it has a good effect in 
warding off mail order competition. Pettee & Co. 
are firm believers in the policy of keeping their 
name before the public constantly. The toy catalog 
is one of the results that justifies their belief. 

“Do you find the toy department a profitable in- 
vestment?” I asked Mr. Hunt. “We surely do,” he 
replied. “In fact, we figure on very nearly doubling 
our money on the line. The fact that a $4,000 stock 
of three years ago has grown to $10,000 now shows 
that we are satisfied with the profits it has made.” 
I agreed with him, and as I saw that toy department 
in full blast, with its fifteen clerks sprinting to keep 
up with the trade, I realized as never before the 
possibilities of the line to a progressive hardware 
dealer. Where the child leads profit follows, and 
the child was much in evidence in Pettee’s toy de- 
partment when the HARDWARE AGE representative 
invaded the place. 

There is a big and as yet undeveloped field for 
hardware dealers in the handling of toys. Their 
customers naturally look to them for sleds, skates, 
tools and mechanical sets. Why not keep them 
coming by stocking the entire line? Every person 


49 

















Doll section of the toy department 


who enters a store increases the proprietor’s chances 
for profits. Toys are adaptable to display, they 
show up well in windows and draw people into the 
store. Every family boasting a child is a toy pros- 
pect, and every toy sold is an opportunity to sell 
other lines. An automobile sale in a Western town 
was directly traceable to the handling of toys. 

Pettee’s success in the sale of toys is a tip for 
you to get into the toy game while the time is ripe. 
This is a year of opportunities, a year for branch- 
ing out and building up new business. You may 
not have 7000 sq. ft. of floor space to devote to 
toys, and you may not be able to issue a catalog, 
but you can stock a small line of useful and profit- 
bearing toys and hustle for some of the perfectly 
good toy money that is getting under your guard. 
Don’t tackle it as a holiday stunt only. A half- 
hearted game never gets you anywhere. Make it a 
year-round department and play for steady profits. 

W. J. Pettee & Co. have made toy history in 
Oklahoma City. They have given the catalog house 
and the racket store a real run for their money. 
They have proved beyond doubt the feasibility of a 
toy department in a hardware store. We believe 
that the future will show increased profits for this 
progressive Oklahoma firm. There is always a 
future for the firm that thinks and hustles. Pettee 
& Co. have made good on both counts. 


Toy Book 


—Containing more _ than 
fifty pages, with pictures 
and descriptions of hundreds 
of new toys and gift articles, 
sent free to you. 

We prepay delivery charges on 
all purchases. Write for your free copy 
of this book at once. 


Ww. J. 


PETTEE 


& CO. 
| Oklahoma City, Okla. 


This ad was inserted twice in a weekly paper and 
brought 265 inquiries 









































j 


/ 


oY tt 





CULTIVATING A GOOD MEMORY 


Training and Work Necessary 


By GEORGE A. TOWNSEND 


business?” earnestly asked a young 

hardware clerk of E. W. Puckett, presi- 
dent of the Fort Wayne (Ind.) Oil and Supply 
Company, by which company he was employed. 

“Cultivate a good memory, Son. Know your stock 
and its condition so that you have it at your finger 
tips,” answered Mr. Puckett. 

Mr. Puckett also went on to say that this particu- 
lar boy remained with him for three years, and fol- 
lowed his advice to the letter, so that when called 
upon at any hour of the day, or even out of a sound 
sleep at night, and asked about the stock, he could 
answer right off the reel. Mr. Puckett knew that 
he was right because he had tested him several 
times and in a short time depended absolutely upon 
his reply. That boy is to-day the head of a big store 
of his own. 


Good Memories Can Be Cultivated 


There are a lot of people who believe that in order 
to have a good memory you must be born with it. 
This is a lot of “hocus-pocus,” and has about as 
much reason to it as that a salesman must be born, 
not made. 

A good memory must be cultivated just as well 
as any other habit. Memory is nothing more or 
less than a field in the brain that needs cultivation. 
It is like any field on any farm—some fields need to 
be weeded, trees cleared off, stones taken out, and a 
tremendous amount of work done. But in the end, 
such a field will yield just as good a crop as others 
that required less work. In fact, the greater the 
work the richer the crops. In other words, the crop 
raised is proportionate to the amount of work ex- 
pended upon the field. 

To cultivate a good memory you must learn to 
concentrate, and above all things, be absolutely ac- 
curate in your statements. If you are accurate this 
means efficiency, and if you are efficient you will 
have a good memory. This does not come in a day. 
It means work, but it certainly will pay in the end. 

Any one of the big wholesale jobbing hardware 
houses insists that every member of the organiza- 
tion know instinctively the goods that are handled. 
In other words, when an employee begins work in 
one of these big jobbing houses, he is given a cata- 
log containing some 40,000 to 70,000 different ar- 
ticles and told that he must become familiar with 
each and every one of them. Not only must he be 
able to know the article by name, but he must know 
where it is kept in the establishment. They want 
to be able to put any one of the clerks into the 
stockroom at a moment’s notice and have him effi- 
cient enough to fill an order without delay. Most 
jobbers pride themselves on shipping the same day 
the order is received. They couldn’t do it unless 
most of the clerks knew the line and where each 
article was stored. 

It seems almost incredible that a man would be 
able to store up the knowledge of from 40,000 to 
70,000 articles and know their exact location in the 
warehouse. Yet there are hundreds of clerks that 
are doing this every day of their lives. And not 
only that, many of these clerks know the condition 
of the stock. They can tell, without any hesitancy, 


COW bus is the greatest asset for me in my 


how many “6-in. rat-tail files’ there are, or how 
many “pruning shears” of a certain grade there are 
in stock, etc., etc. 


Remember Customers’ Names 


But not only is it essential that a clerk should 
have a good memory in reference to his stock, but 
he should cultivate it so that he knows instantly a 
man’s or woman’s name as soon as he sees his or 
her face. This is a big help in salesmanship. It is 
a tremendous asset. It is an unconscious flattery 
that wins the confidence of the prospective buyer 
and bridges over many a chasm that would other- 
wise thwart a sale. 

This is a harder thing to do than to know your 
stock, but with a thorough knowledge of the stock, 
and the ability to know every customer who comes 
in after you have once met them and call them by 
the proper name, will certainly put you at the top 
quicker than any other two things we know of. 

I have in mind a clerk at a grocery store. This 
clerk is really 100 per cent efficient. He knows the 
stock and he knows his customers. Not only does 
he know them by sight, but you can call him up on 
the telephone and you don’t have to say who you 
are, but from the sound of your voice he can cor- 
rectly call you by name nine times out of ten. His 
replies are dependable and no goods are ever re- 
turned because he misrepresented them. This clerk 
is probably the busiest man in the store, draws the 
best salary, and is now on a fair road to having a 
business of his own. He started in as a delivery 
boy and in five years became chief clerk. He found 
that memory was all that I claim for it in this 
article. 

There is no limit to what the mind can hold. It 
is simply a matter of cultivation and the question 
of whether you are willing to pay the price to ac- 
complish the result. Daniel Webster devoted all his 
spare time to storing up knowledge and filing it 
away in the pigeon-holes of his mind, so that when 
he arose to make a speech he could draw on all these 
facts at will. The result was that when he talked, 
he did so with profound intelligence and yet with 
such simplicity that a child could grasp his subject. 
He could talk for hours and never repeat. And what 
is more wonderful, every fact, figure and statement 
he made was accurate to the most minute degree. 


Study a Good Book on Memory 


Now, it’s easy enough to make a statement of 
fact, such as the necessity of possessing a good 
memory in order to succeed, and another thing to 
tell just how it is done. There are any number of 
books on the market that go into the subject. It 
would pay any of you to take up some recognized 
book and study it. 

When a man is selected to serve as a detective in 
one of the biggest detective agencies in the coun- 
try, the first course of training he is put through is 
that of cultivating his memory. 

A method that has proved very efficient is to 
place a number of articles on a table and about a 
room and have the accepted candidate for the 
agency go in the door at one end of the room and 
walk rapidly through, going out the door at the 
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other end. He then sits down and writes about the 
different articles he has seen on his quick trip 
through the room. 

When they first start this schooling the candi- 
date, in many instances, can remember but two or 
three important objects and probably four or five 
small ones. By the time he has finished his course 
he is able to record almost everything in the room 
to the smallest detail. It is astonishing how ob- 
servant they become and how they memorize what 
they see. 

For example: A penholder with pen point in it 
may be on the desk among a lot of other things 
when they go through the desk one time, and the 
next time that penholder may have the pen point 
omitted. They will even grasp this small detail. 

There are any number of men in the police de- 


partment who are able to memorize hundreds of 


faces in the Rogue’s Gallery and instantly associate 
the many aliases that this criminal travels under. 
They cultivate their memory to such an extent along 
these lines that if given a good description by their 
commanding officer they can form an intelligent 
conception of how the man appears and apprehend 
him when least expected—and this without the aid 
of any photograph. 

They do this by studying the pictures and names 
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of criminals, then shuffling the lot and going over 
the pile time after time until they have picked the 
right picture and the list of names belonging to it 
in every instance. Then they take the larger gal- 
leries and go through them with the names covered 
and identify the faces shown. In time everyone be- 
comes more or less efficient and those who are per- 
sistent in the work attain the highest positions. 


Work the Secret 


The whole thing resolves itself down to the will- 
ingness to work—in the willingness to concentrate 
and apply your God-given faculties in accomplish- 
ing this result. 

When you learn a customer’s name it is a good 
thing to study that person’s face, little traits of 
movement, or some other striking point, and then 
repeat to yourself his name and picture that strik- 
ing physical trait so that no matter where you hear 
the name mentioned, instantly a mental picture will 
come to you of the person mentioned, or when you 
see the person or a picture of him, instantly you 
will recall the name. It is constant repetition at all 
hours and places, and stick-to-it-ive-ness, and a de- 
termination to “make good” that brings about the 
desired result. 

And you will find it will pay—pay big. 





THE NEW YORK AUTOMOBILE SHOW 


should be particularly interesting news to hard- 

ware men because they are destined soon to 
become the distributors of the majority of auto- 
mobile accessories, that more than 200,000 people 
visited the New York Automobile Show held in the 
Grand Central Palace, January 3 to 8. Not all of 
them were prospective buyers. There is no way 
to tell just how many of those who attended were 
automobile owners who intended to purchase new 
cars for the coming season; how many were those 
who had never owned an automobile but had reached 
the point where they decided that 1916 should see 
them riding in a car of their own, or how many 
were simply among the crowd of innocent on-lookers 
who neither owned an automobile or had any im- 
mediate prospects of owning one. Still the fact 
remains that a big majority of those who attended 
the Automobile Show were prospects for either 
automobiles or accessories. 

Every day each of the four floors in the Grand 
Central Palace was crowded with prospective buyers 
and onlookers. At times the crowds were so dense 
that the only way one could make any progress at 
all was to allow himself to be carried along in the 
same direction in which the stream of humanity 
was going. It was useless to try to go any other 
way. The main floor was the most crowded, and 
the higher one ascended the less dense became the 
congestion, but even on the top floor the crowd 
could not at any time during the day be called 
small. At some time during the day almost every 
one there saw the entire show, but by far the 
greater part of those present spent most of their 
time on the first floor, where the displays were 
more accessible. 

The first and second floors and part of the third 
floor were devoted to the showing of automobiles. 
The fourth floor was given over entirely to acces- 
sory exhibitors and on the third floor the accessory 
men had many booths. 

While the showing of automobiles is interesting 
to anyone connected in any way with the auto- 
mobile industry, or in the sale of anything pertain- 


ing to an automobile, and especially for the hard- 
ware man because every automobile sold means 
increased demand for accessories, yet the two upper 
floors proved to be the places where the accessory 
dealers gathered. It was there that they could get 
in touch with the new items that were being put 
on the market, and get a grip on the selling argu- 
ment of these new products. 

Among all the exhibits perhaps the most promi- 
nent were those demonstrating the various kinds 
of shock absorbers that have lately sprung into 
prominence. There were several miniature auto- 
mobiles being bumped up and down to show the 
added comfort to be obtained by attaching one form 
or another of shock absorber to the springs. The 
spark plug manufacturers were there in full force 
and throughout the whole show on the floor given 
over to accessories could be heard the snapping and 
crackling of electric sparks as the plugs themselves 
and their giant reproductions were shown in opera- 
tion. 

Up to a short time ago very little attention was 
paid to springs. Occasionally they were oiled, but 
for the most part they were allowed to rust and 
grow stiff until they performed everything but the 
service for which they were intended. But recently 
there has been a movement on foot by several 
manufacturers to educate the owner to keep his 
automobile springs constantly oiled. In several 
booths were shown practical demonstrations of how 
springs should be oiled and how easily they could 
be kept in perfect condition by the use of one of 
the simple devices on the market. 

There were several new kinds of hand horns and 
bumpers; a variety of adjustable head lamps, new 
motor jacks, many varieties of piston rings and 
hundreds of new items that add to the comfort of 
the motorist and to the profits of the dealer. The 
number of accessories that have been put on the 
market since the last show seems to have more 
than kept pace with the number of new models that 
have appeared in automobiles. 

In 1915 less than 2,500,000 people owned automo- 
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biles, but it has been estimated that there are at 
least 10,000,000 families in the United States who 
can afford an automobile of some kind. If every- 
one who could afford an automobile were to be 
supplied it would mean an output of 7,500,000 
automobiles in the year 1916. That figure is, of 
course, several times the number that will be manu- 
factured this year, but in view of the fact that 
last year nearly 900,000 automobiles were manu- 
factured and that the business is growing by leaps 
and bounds, taken in connection with the pros- 
perity that is in evidence in every part of the 
country, 1916 is bound to be an immensely big year 
for everyone connected with the automobile indus- 
try and the wide-awake dealer in accessories will 
reap more than ordinary benefits. 


American Hardware in Demand 


W* have received the following letter, which 
should be of interest to many of our readers: 
82 WALL STREET, NEW YORK, N. Y. 
To the Editor: 

We have instructions to buy for cash for several 
British concerns. Our commissions include: 

Weldless steel tube, brass rodding, brass tube, 
sheet metal, all as used in motor car work; 50,000 
spanners of various kinds, 10,000 hand vises, 135,000 
pairs of pliers, 10,000 nut grips, 25,000 hammers, 
40,000 screwdrivers. Also other types of screw- 
drivers, spanners and punches, chisels, files and oil 
cans, in large quantities. 

We are buying on commission paid by the pur- 
chasers who are highly rated, in fact the largest 
of their kind in the world. Payment will be made 
exactly as the seller wants the money, preferably 
f.o.b. New York. 

We have catalogs showing the smaller articles 
which we will loan to concerns who can quote on 
them. Quotations may be tentative pending the 
supply of the actual samples for a firm quotation. 
The lowest quotation may not necessarily be ac- 
cepted because, as they are to be called British 
goods, they must measure up to the standard long 
maintained in this line there. 

The matter is urgent. 

Yours most respectfully, 
INTERNATIONAL COMMERCE COMPANY, 
D. Henderson, General Manager. 

P. S.—wWe can find a market in Great Britain 
just now for all kinds of hand tools and hardware 
of all sorts. We have a selling staff covering the 
British Isles as well as some of the British Col- 
onies. Does this interest you? We work entirely 
on commission—buying and selling. 


New Branches of Goodyear Tire 
and Rubber Company 


HE GOoDYEAR TIRE & RUBBER COMPANY 

is about to establish branches at Salina, Kan., 
and Cedar Rapids, Iowa, recognizing that these two 
cities are the logical distributing centers in their 
respective districts. 

R. S. Herman who has been representing the 
company as salesman at Kansas City, is to be man- 
ager at Salina. C. A. Cramer, of the Goodyear 
force at Des Moines, becomes manager at Cedar 
Rapids. 

The carriage tire department and the fire truck 
tire department have been combined under one 
head. F. H. Sawyer, who has been serving as 


‘manager of the fire truck tire department, has 


assumed charge of both. 





Hardware Age 


Flashes from a Diamond 


GALION, OHIO. 
To the Editor: 

It is I, be not afraid. Upon picking up the last 
copy of HARDWARE AGE for the old year, I see that 
you wish the hardware flock “A Happy New Year.” 
I wonder how many of us ever tell you how much 
we appreciate your good editorials? To me, they 
are uplifting, and I wish to tell you so. 

It was amusing to read about that old chap, in 
your previous issue, who could not see for dirt, and 
yet, from his own standpoint, knew it all; then the 
picture of the clerk, with his feet higher than his 
head. However it is in business as in other things, 
“whatsoever a man sows, that shall he also reap.” 
Both of these fellows had to be born again, and 
you baptized them just right. There is no excuse 
for a dirty store, except laziness. My old mother 
taught me two things, and enforced them—they 
were to say my prayers regularly, and not forget to 
wash the back of my neck—practical Christianity. 
You are doing a good work, go to it. 

It is no easy task to issue a good, fresh paper, 
like this one, every week. Most of us realize that, I 
think, but fail through the pressure of details to 
tell you. I dearly love to peruse my trade papers, 
they are really more benefit to me than the con- 
ventions. At the latter, one gets so much at one 
time you cannot digest it all. The conventions fur- 
nish enthusiasm and good cheer, the papers the 
steady weekly thought. I pity the man who misses 
either of them. 

Enthuse a piece of iron and watch it go through 
a pine board, then let it cool off and try it—you 
couldn’t penetrate tissue paper then. There is a 
great warmth in friendship, probably I notice it 
more than many others. There is never a day that 
some hardwareman doesn’t send his regards to 
me through some friend of mine he has accidently 
met. I often help to entertain, at men’s Bible 
classes, banquets and at the various commercial 
clubs, mostly invited there by friendly hardware 
dealers who know me and, don’t you forget it, we 
keep the hardware part of it to the front at such 
gatherings. 

It may be out of place to take so much freedom, 
with HARDWARE AGE, but I often wish that I could 
read a paragraph occasionally, especially from a 
small dealer like myself. We often hear from the 
Big Chap, but his fodder is generally too high for 
the common cattle. 

This thought often occurs to me: “Could a gifted 
fellow, like Roy Soule, run the Diamond Hardware 
Store any better than I can with the same capital 
and facilities?” I am aware that he knows far 
more about hardware, but I believe that I could 
beat him in cleaning an old dirty second-hand 
range, without losing my temper. The lesson is 
this, boys, no matter how bright or gifted we are, 
“one thing thou lackest,” and that thing is often 
to be found by mixing together and reading from 
the pen that knows how. 

Mr. Editor, you will not offend me if this falls 
into the wastepaper basket. Like the old lady at 
prayer meeting, she always had the best time when 
she spoke twice, or like the Presbyterian lady, who 
missed a train one morning, a hardware man, 
missed the same train, and gave vent to his feel- 
ings, by swearing. The old lady said, “I’m opposed 
to such talk as that, and won’t stand for it, but 
some way or other, I must admit, it did me a whole 
lot of good.” I feel better now, too. 

Yours in the hardware line, 


H. DIAMOND. 
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WINDOW DISPLAY AND SHOW CARDS 


By H. W. GOELLER 























Display of vacuum bottles and picnic baskets 


yy us bottle and picnic basket display will 

be of interest to many of our readers, as this 
line is a very profitable one if the proper attention 
is given to it. 

The background was made of Compo board, pan- 
eled in red and white, satin-finish paint; the upright 
strips were painted gold. This makes an attractive 
background for almost any line of merchandise and 

















Card for a display of hotel dishes 


can be repainted in any style or color scheme at a 


small cost. The draperies and floor covering were 
red outing flannel. The signs used were one-quar- 
ter sheets. 


The sign Hotel Ware was used in a window dis- 
play showing an entire outfit of hotel dishes. 

In the card Tackle is still another design. This 
is an old style design, and used by many sign 
writers. This card is made very effective by the 
use of the two illustrations showing the man fish- 
ing, and the string of fish, all of which goes to 
make a good drawing card that can be used during 
a display of fishing tackle. 

















Fishing tackle card that draws attention 


THE BONNEY VISE AND Too. Works, INc., Allen- 
town, Pa., have completed plans for the erection of an 
addition to their plant at Washington and Meadow 
Streets, to be of brick construction, 50 x 153 ft. in di- 
mensions. 




















WINTER PROFITS FROM MOTOR 
ACCESSORIES 


HE time has passed when automobiles were con- heavy snow falls, they are driven twelve months in 

f sidered a summer proposition. They are no the year. Farmers, as well as city owners, are 
longer seasonable articles. Except in those using their automobiles at all seasons. 

parts of the country that are subjected to extremely _ But the idea of making an automobile an all- 
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Specimens of the advertising done by manufacturers to increase the winter use of, automobiles and winter sales 
of accessories. The advertisers or products are: 1—Jeffery. 2—McQuay-Norris Mfg. Company. 3—Kissel. 4— 


ose Mfg. Company. 5—Jeffery. 6—Kissel. 7—K-W Ignition Company. 8—-Texas Company. 9—Gulf Refining 

Company. 10—C. H. Foster, Owl light. 11—Scientific Heater Company. 12—McQuay-Norris. 13—Stromber 

Motor Devices Company. 14—Edward McClintock. 15—Dodge Bros. 16—Steer Warms. 17—Champion Spar 
Plug Company. 18—Scientific Safety Garage Heater. 19—Sazon 
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year proposition has not been fostered enough by 
the manufacturer or by the dealer in accessories 
or by the garage man. There still remains a big 
work to be done by the manufacturers of automo- 
bile accessories to thoroughly educate the dealer 
in accessories to the fact that supplies can be sold 
in every month of the year. 

In the early days of the automobile industry, 
when it was customary for the owner to put up his 
car for the winter upon the appearance of the first 
snow storm, the accessory business lasted practi- 
cally but six or seven months in the year. With 
the approach of cold weather, icy streets, snow and 
slush, the dealer decided that automobile acces- 
sories were as much out of season as white flannels, 
and he resigned himself to the idea of no business 
in that line during the winter months. But auto- 
mobiles were fewer in number and in use than at 
the present time, and they were not nearly so 
dependable as they are now. Winter driving was 
not customary at that time because there were not 
the winter conveniences that are offered to-day for 
the comfort of the automobile owner, and it nat- 
urally followed that there was no winter business 
to any great degree in the retailing of automobile 
accessories. 

In the past few years the output of automobiles 
has increased to an astonishing degree. Their use 
has become almost universal, and the convenience 
and direct saving has become so great that the 
owners are loath to give them up with the approach 
of cold weather. Each year a eonstantly increasing 
number of automobiles are seen on the streets dur- 
ing the winter months, despite the weather condi- 
tions. 

Manufacturers’ Activities 


It was a natural outcome that accessories manu- 
facturers who were thoroughly in touch with the 
trend of things and who were energetic and pro- 
gressive should begin a systematic concerted effort 
to turn their business into a year-round, twelve- 
months proposition, instead of a seasonable one that 
dwindled to practically nothing at all during the 
cold weather. 

Automobile manufacturers then stepped in to do 
their part by furnishing closed bodies with their 
cars which could be removed in the spring. Grad- 
ually they came into popular use for winter driving 
by those people who could not afford, or who did 
not wish to have two cars, one with an open and 
one with a closed body. Manufacturers of acces- 
sories began pointing out that the car owners 
needed their automobiles twelve months in the year 
and a few venturesome dealers, instead of putting 
accessories entirely aside when the cold weather 
came, began to push this line during all the winter 
months. It paid. 

When the National Association of Automobile 
Accessory Jobbers held its first meeting in Chicago 
in July, 1915, a number of progressive accessory 
manufacturers held a special conference in refer- 
ence to this weakness of winter sales. All the 
manufacturers in the conference agreed that some 
special action ought to be taken on the subject, and 
all agreed that business could be perceptibly in- 
creased by concerted effort. The result .was that 
the advertising of accessories and of automobiles 
tended to educate the car owner in the idea that 
winter driving could be made a comfortable and 
profitable proposition, and it impressed upon the 
dealer that profits could be made from the sale of 
cold-weather accessories. The manufacturers 
reached the dealer through advertisements in trade 
papers, driving home the fact that there was a 
ready market for automobile accessories especially 
designed for the comfort and convenience of the 
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winter driver. The consumer was appealed to 
through newspaper and magazine advertising. 
During the months of August, September and 
October the McQuay-Norris Mfg. Company, St. 
Louis, Mo., devoted its whole advertising effort to 
educating dealers along the line of summer sales in 
winter months. With the advent of cold weather 
the Champion Spark Plug Company pointed out 
that its plugs were especially adapted to cold 
weather service. The Texas Oil Company told of 
the adaptability of its products to cold weather. 
The K. C. Ignition Company explained easy driving 
in cold weather with a vibrator which it had put 
on the market. The Stromberg Motor Devices Com- 
pany told of the winter value of its product because 
of its easy starting. The manufacturers of many 
entirely seasonable articles, such as heaters for 
garages, hand warmers for steering wheels, special 
enclosed bodies for cars, primers for motors, and an 
almost unlimited number of other accessories de- 
signed especially for use on a car which was to be 
driven in the cold weather, began to put special 
effort into the sale of their products through dealers. 


Farmers Keep Their Cars in Commission All Year 


The result of this concerted action and the fact 
that retail dealers are waking up to the fact that 
accessories can be sold almost as readily during the 
winter months as. in the summer has made the 
winter sale of accessories un established business 
that will unquestionably grow in winters to come. 
This applies to dealers in small towns as well as 
to those in the city where the paved streets make 
winter motoring more successful than in many coun- 
try towns. But investigation in farming districts 
indicates that almost universally farmers are driv- 
ing their cars through the winter months. A snow 
storm may lay them up for a few days, but as soon 
as the roads have been broken they resume their 
driving again. 

One manufacturer who has been one of the lead- 
ers in this winter sales movement has already 
demonstrated his success so thoroughly that De- 
cember of 1915 was the biggest month in his history. 
Other manufacturers who have taken part in this 
co-operation have been able to show a decided in- 
crease in their December business. 

Another phase of the situation is teaching the 
car owner that it is not wise to wait until the latter 
part of February or March before having his car 
overhauled for the coming season. The garage 
man, the mechanic and the trade in general are 
busy and working overtime then, and the repairs 
can just as well be made in January, and as the 
trade is not so busy at that time better service can 
be secured. 

In Denver, Col., the dealers in accessories have 
developed this idea to such an extent that they have 
furnished garages in their territory with posters, 
which urge automobile owners to have their cars 
overhauled as early in the winter as possible. 

With the automobile in use twelve months of the 
year there is no reason, except lack of effort and 
the strength of old habits, why the retailer in any 
branch of the accessory trade should let his busi- 
ness be one for the summer season alone. It is up 
to him to get out of the old rut and to change his 
former losses into profits. 


THOMAS: W. PEARSON, manager of the furnace de- 
partment, the Williamson Heater Company, Cincinnati, 
Ohio, has recovered from a serious illness of four 
weeks’ duration and has resumed his duties. Mr. 
Pearson was formerly with Tanner & Co., Indianapolis, 
Ind. 
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Marketing American Hardware 
Abroad 


R hisses A. HURDLE, 100 Lafayette Street, New 

York, who has represented Charles Morrill, 
manufacturer of saw sets, bench tops, nail pullers, 
etc., for twenty years, will hereafter, because of 
altered domestic arrangements, confine himself to 
the territory of Greater New York instead of the 
country at large. 

While still treasurer of Charles Morrill and a 
director of the company, Mr. Hurdle, has permission 
to represent other hardware manufacturers and ex- 
porters of American goods in New York City. 

Mr. Hurdle is well known in the hardware trade, 
both wholesale and retail, and has a valuable ac- 
quaintance among the exporters of American goods, 
together with a thorough knowledge of how to in- 
troduce goods abroad. 

His present purpose is to include with the widely 
introduced Morrill line other goods of kindred char- 
acter for consumption abroad, based on experience 
gained in over a score of years. He says his plan 
is simple, inexpensive, and effective; that if goods 
are salable abroad he can secure substantial orders 
through his business acquaintanceship among buy- 
ers already well known to him. 

Also that for any manufacturer not represented 
in Greater New York and having no foreign trade 
he believes it is a good opportunity to be repre- 
sented. 


Pacific Hardware Reorganization 


HE PACIFIC HARDWARE & STEEL COM- 

PANY, according to a San Francisco paper, has 

completed its reorganization, and on Jan. 1, 1916, 
will continue business in excellent financial shape. 

Colonel Robert M. Thompson, a large stockholder, 
agreed to finance the company out of its difficulties, 
and has made his first payment of $500,000 in ac- 
cordance with his agreement. 

When the large creditors of the company executed 
an extension agreement in June last, the debts owing 
to them aggregated $1,543,000. From the operation 
of business since that time there was paid upon 
these large claims $540,000. 

Colonel Thompson’s plan of reorganization made 
it necessary to change the character of the capital 
stock of preferred and common shares to $1,800,000 
of ordinary shares. 

Of this amount about $863,000 par value has been 
purchased from the other stockholders by Colonel 
Thompson for the sum of $725,000, which it has 
been agreed will be placed in the treasury of the 
company. 

Colonel Thompson has paid on account $504,000, 
and will pay the balance of $221,000 within sixty 
days. 

Of the amount paid in by Colonel Thompson the 
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Hardware Age 


Pacific Hardware & Steel Company will to-day pay 
creditors $540,000, and upon receipt of the balance 
from Colonel Thompson all creditors will be paid 
in full, so that the company will owe no money, ex- 
cept for current merchandise accounts. 

To indicate Colonel Thompson’s generosity in the 
matter, he is willing to resell to the stockholders, 
until Feb. 9, 1916, the stock acquired by him from 
them at the same price he paid for it, without profit 
to himself. 

The stock situation of the company upon the 
present reorganization will, therefore, be approxi- 
mately as follows: 

Twenty-seven thousand dollars and upward of 
stock will remain in the treasury as treasury stock. 

Eight hundred and sixty-three dollars of stock 
will be owned by Colonel Thompson, subject to be 
repurchased by the stockholders at the price he 
paid. 

Seven hundred and twenty-three thousand dollars 
of stock will be owned by the stockholders in the 
same proportion as they formerly held stock. 

One hundred and seventy-six thousand dollars of 
stock and upward will be reissued to stockholders as 
a stock dividend, upon the elimination of all con- 
tingent liabilities of concern. 

It is probable that the latter issue will be made 
in a short time. . 


Cleveland Chain Company Buys 
Krein Plant 


é Cleveland Chain & Mfg. Company, Cleveland, 
Ohio, has purchased the chain-making plant of 
the Krein Mfg. Company, Wapakoneta, Ohio, and 
will operate it as a subsidiary under-the name of 
the Krein Chain Company. The Cleveland Com- 
pany announces that it is so crowded with orders 
that it was necessary to provide further capacity 
and for this reason acquired the Krein plant. The 
products which this plant will make include wagon 
chain, harness chain, bright and coil chain. The 
plants of the Cleveland Chain & Mfg. Company 
and its allied interest, David Round & Son, are now 
combined at the quarters of the former, the removal 
of the office and some of the equipment of the Round 
plant having been effected recently. The business 
will be conducted under both names as heretofore. 


Convention of Champion Salesmen 


HE convention of the salesmen of the Champion 
Spark Plug Company, Toledo, Ohio, was held 
recently at the factory. Full details were explained 
regarding the company’s policy for the coming year, 
and selling plans were taken up and were received 
with much enthusiasm. The sales force of this 
organization has grown from 3 to 1913 to the 
number shown in the photograph. 
It is probable that the latter issue will be made 
in a short time. 
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Salesmen of the Champion Spark Plug Company, Toledo, Ohio 

















WASHINGTON NEWS 


The Problem of Taxes—Penny Postage—Interstate Commerce Com- 
mission—Canada and the Trading Stamp 


By W. L. CROUNSE 


WASHINGTON, D. C., Jan. 10, 1916. 

ONGRESS reconvened on the fourth instant 
C and the big legislative mill is once again under 

full headway. In twelve legislative days more 
than 10,000 bills have been introduced in the two 
houses. This is more than the total of an entire 
Congress ten years ago. Fortunately for the people, 
very few of them will become laws. 

President Wilson is back in town and is dividing 
his time between the submarine warfare problem 
and the national defense program, which is now the 
subject of hearings before the House Naval and 
Military Committees. The appropriations for the 
national defense will be pushed with all speed and 
should be passed by the House in five or six weeks. 


The Revenue Problem 


In the meantime Chairman Kitchin of the Ways 
and Means Committee, who, while personally op- 
posed to preparedness, is a pretty good Indian, has 
decided to give his very best efforts to finding the 
revenue necessary to carry out the Administration’s 
plans. His committee will take the subject up at 
once and by the time the appropriation bills are 
out of the House a general revenue bill carrying 
about $150,000,000 in the form of new or increased 
taxes, will be ready to be reported. 

It is a ten-to-one shot that at least two-thirds of 
the increased revenues will be derived from addi- 
tional income taxes. This means that 


Those will pay who never paid before, 
And those who’ve paid before will pay the more. 


The exemption from the tax will probably be 
lowered, the surtax will begin at a lower figure and 
the rates on incomes above $10,000 are likely to be 
doubled up. 


Penny Postage for Local Letters 


Congressional leaders who keep an ear to the 
ground are showing a surprising amount of interest 
in the project to reduce the postage on local letters 
to one cent. Penny postage has long been the dream 
of the small retail merchant. To him the reduction 
in rate, even though limited to local letters, would 
be a great boon. 

Since Congress convened more than a score of 
bills providing for penny postage, either local or 
national, have been introduced, and while some of 
them are perfunctory in character several represent 
the carefully matured views of men who rank as 
experts on postal problems. They will be heard 
from later on. 

The measure that stands the best chance of re- 
ceiving serious consideration was recently intro- 
duced by Representative Stafford of Wisconsin, who 
has been an influential member of the House Post- 
office Committee for twelve years and whose expres- 
sion of conviction that the passage of his bill will 
increase rather than reduce the postage revenues 
from first-class matter is entitled to great weight. 
Mr. Stafford’s bill provides that one-cent postage 
shall cover all letters intended for local delivery 
“within the confines of the city delivery district 
where the letter is deposited and also for delivery 
on any rural or star routes emanating from the 
office where the.letter is deposited, or vice versa, for 
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the delivery of letters deposited on any rural or star 
route for distribution in the city delivery district 
of the main office from which the route starts or for 
delivery on any other rural or star route emanating 
from the said office.” 

In addition to fixing a rate of one cent for the 
first ounce on such letters, the Stafford bill pro- 
vides that an additional cent shall carry an addi- 
tional ounce and a half. For all other first-class 
letter mail, destined for delivery outside the zone 
described, the rate for the first ounce is to be two 
cents, as at present, but only one cent additional is 
to be required for each additional ounce. 


Would Aid the Retail Merchant 


The wide-awake, up-to-date retailer would reap an 
enormous advantage from the passage of the Staf- 
ford bill. If he is an enterprising man, alive to the 
value of doing things in new, impressive ways, he 
would be able under these reduced rates to circular- 
ize his customers at frequent intervals with per- 
sonal letters full of pep and pull and different in all 
respects from the stereotyped announcements which 
can now be sent through the mails under penny 
postage—handicapped by unsealed, gaping en- 
velopes. 

It’s an interesting fact that Mr. Stafford, in his 
campaign for penny postage, is not engaged in any 
other kind of a crusade. He is not seeking an in- 
crease in the rate on second-class mail nor is he 
knocking anybody in order to boost his own game. 
He will have a whole lot of support from the small 
business men of the country, and, so far as can be 
foreseen, little or no opposition. 

Mr. Stafford believes, as do the ablest postal ex- 
perts, that an enormous increase in postal revenues 
would follow the adoption of his project, and that 
the increase in expenses would be so small as to 
leave a big profit on the venture. 


To Reorganize the Interstate Commerce Commission 


The Interstate Commerce Commission is in for a 
general overhauling at the hands of Congress in the 
near future. Senator Newlands, Chairman of the 
Senate Committee on Interstate Commerce, an- 
nounces that he will soon call up in his committee 
a resolution recently introduced by him creating a 
joint subcommittee from the membership of the 
Senate Committee on Interstate Commerce and the 
House Committee on Interstate and Foreign Com- 
merce “to investigate present conditions relating to 
interstate and foreign commerce, and the necessity 
for further legislation relating thereto.” 

The preamble to this resolution states that “the 
whole subject of governmental regulation should 
be deliberately and thoroughly studied in the light 
of the experience and suggestions of the Interstate 
Commerce Commission, of the carriers, of the ship- 
pers and of the general public, with a view to ade- 
quately safeguarding the interests of the public, se- 
curing the establishment and maintenance of trans- 
portation facilities adequate to the needs of a grow- 
ing and expanding commerce and assuring to private 
owners and the investing public just consideration 
and protection of their legitimate rights of prop- 


erty.” 
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This is a big order, but in words of one syllable 
it means that the chief object of the investigation 
will be to determine the extent to which the Inter- 
state Commerce Commission should be reorganized 
to enable it to cope with the constantly increasing 
volume of business coming before it. 

Senator Newlands is understood to favor an in- 
crease in the number of commissioners and their 
division into subcommissions, each of which would 
be clothed with full power to conduct the proceed- 
ings which now must be carried on before the full 
commission. It is the opinion of those who have 
investigated the subject with some care that, if the 
commission were increased to nine members, power 
given for subcommissions to hear and decide cases 
and a comparatively small increase made in the ap- 
propriation for clerical force, at least twice the 
volume of business now handled could easily be dis- 
patched. 

This would result in the rapid disposal of all 
arrearages of work and ultimately would enable the 
commission to hear and decide the great bulk of 
cases coming before it in sixty or ninety days. At 
present, if you decide to appeal to the commission 
for reparation for an overcharge on a carload of 
barb wire or poultry netting, it’s good business to 
have the lawyer you employ to draw the papers add 
a codicil to your will disposing of any money you 
may get—if you ever get it. The chances are, the 
“reparation” will be paid to your estate after you 
are beyond repair and you may just as well save a 
lawyer’s fee. % 

The merchants of the country, both wholesale and 
retail, will wish more power to Senator Newland’s 
elbow. When the commission takes from eighteen 
months to two years to decide whether the railroads 
should have a 5 per cent increase, and in that inter- 
val decides the case both ways, it’s time something 
was done. The commission is a wonderfully useful 
body and no one would advocate its abolition, but it 
is sadly in need of reorganization on up-to-date busi- 
ness lines. 


How Canada Handles the Trading Stamp 


The trading stamp fight now going on in so many 
parts of the United States is being followed with 
much interest in Canada where this form of enter- 
prise has been under careful official observation 
since 1890. During the past ten years the use of 
trading stamps in the Dominion has been prohibited 
by a law the wisdom of which appears to have been 
fully demonstrated by the investigations which the 
Canadian Government has made of the subject in 
this country. 

The Land of the Free and the Home of the Brave 
is so free and so brave that many forms of bunk 
which Canada will not suffer are permitted to flour- 
ish here like the green bay tree, among them the 
green trading stamp. This condition will probably 
continue unti) Congress is induced to take drastic 
action and substitute a carefully devised federal law 
for the numerous existing State statutes, the ma- 
jority of which are undoubtedly unconstitutional. 

The Bureau of Foreignand Domestic Commerce has 
received an interesting report from Consul General 
Foster of Ottawa, in which he describes briefly the 
efforts that have been made to deal with the trad- 
ing stamp octopus in Canada, where it first obtained 
a foothold fifteen years ago. 

“It was not long after the introduction of trad- 
ing stamps in Canada,” Mr. Foster says, “that com- 
plaints began to arise concerning the system. It 
was claimed among other things that the value 
given to customers was about one-half or one-third 
the stated value of the stamps or the prices paid by 
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merchants for the stamps; that the stamps, being 
sold by the promoters of the system to only a few 
merchants in one locality, created a monopoly in re- 
straint of trade in favor of a few trading-stamp 
people; and that the system was demoralizing in its 
effect upon the poorer classes of consumers, owing to 
the element of lottery which it contained. 

“In 1901 the question of trading stamps received 
legislative attention in Ontario, in which year and 
in subsequent years the Province passed laws em- 
powering municipalities to prohibit the giving, sell- 
ing, distributing, or receiving of trading stamps, 
coupons, or similar devices. In the Province of 
Quebec, also, similar legislation was passed. The 
need for Dominion legislation arose from the fact 
that the Ontario and Quebec legislation was held to 
be unconstitutional on the ground that it is within 
the exclusive jurisdiction of the Dominion Parlia- 
ment to enact laws relating to trade and commerce.” 

Please note that Canada developed exactly the 
same problem that has obstructed the movement to 
abolish the gift enterprise in the United States, 
namely, the limited jurisdiction of the Province to 
treat a matter with which the central Government 
alone is equipped to deal. 


Canada’s Prohibitory Statute 


In 1905 the Dominion came to the rescue of the 
Provinces. In that year Parliament passed an act 
defining trading stamps and imposing drastic penal- 
ties upon persons selling stamps to merchants, upon 
merchants giving them away, and upon customers 
receiving them, as follows: 

“Every one ‘is guilty of an indictable offense and 
liable to one year’s imprisonment and to a fine not ex- 
ceeding $500 who, by himself or his employee or 
agent, directly or indirectly issues, gives, sells, or 
otherwise disposes of, or offers to issue, give, sell, 
or otherwise dispose of trading stamps to a mer- 
chant or dealer in goods for use in his business. 

“Every one is guilty of an indictable offense and 
liable to six months’ imprisonment and to a fine not 
exceeding $200 who, being a merchant or dealer in 
goods, by himself or his employee or agent, di- 
rectly or indirectly gives or in any way disposes of 
or offers to give or in any way disposes of trading 
stamps to a purchaser from him of any such goods. 

“Every one is guilty of an offense and liable, on 
summary conviction, to a fine not exceeding $20 
who, being a purchaser of goods from a merchant 
or dealer in goods, directly or indirectly receives 
or takes trading stamps from the vendor of such 
goods or his employee or agent.” 

The Government of the United States differs in 
some important particulars from that of Canada 
but, in the opinion of many able lawyers, Congress 
has the power to pass a thoroughly efficient anti-trad- 
ing stamp law. How soon will our able Solons rise 
to the occasion? 

Dr. Edward E. Pratt, the thoroughly wide-awake 
Chief of the Bureau of Foreign and Domestic Com- 
merce, is anxious to do anything in his power to 
help the merchants of the country in their efforts to 
rid themselves of the trading stamp incubus. At 
the suggestion of the correspondent of HARDWARE 
AGE, Dr. Pratt has requested Consul General Foster 
to forward a supplemental report dealing with the ad- 
ministration of the Dominion’s anti-trading stamp 
law and the effect of the statute upon the business 
of the retailers. Dr. Pratt says: 

“IT am very glad to have this suggestion and I will 
endeavor to procure this information as speedily 
as possible. I know it will be of interest to our re- 
tail merchants. HARDWARE AGE is doing them a 
service in bringing the matter to the Bureau’s at- 
tention.” 
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COLLECTING BAD ACCOUNTS BY MAIL 


An. Economical and Legitimate System Which Experience 
Has Proved Most Effective 


By W. B. PARKER 
In The Embalmers Monthly 


+ th and bad accounts cause the average busi- 
ness man much annoyance and loss, and are 
often the direct cause of bankruptcy. It therefore 
follows that any method of handling them that 
shows a maximum of efficiency with a minimum 
of effort, friction and expense is worthy of serious 
consideration. 

This article will outline a system that is the re- 
sult of over fifteen years’ experience of an attorney 
and credit man for several large business houses. 
It is adapted to either a large or small business 
and has made good wherever it has been adopted. 

The basic idea is that a business man can, in 
most instances, handle his own collections to better 
advantage than by turning them over to collection 
agencies or others, and that it is neither necessary 
nor politic to use bluffing or intimidating methods. 


Persistency and Courtesy Necessary 


It has been found that the basic elements of a 
successful collection system are persistency and 
courtesy, not bluffs and threats. You know that a 
severe storm, or a series of them, will have small 
effect on stone, while a constant dropping of water 
on the same spot will wear the stone away. 

The system here outlined consists of five letters 
and a legal postal card follow-up system, and will 
keep after the slow debtor over 45 days at a total 
postage cost of not exceeding 20 cents. The forms 
given for the letters are to be written on the letter- 
heads of the business house using them, and the 
card form on ordinary Government postal cards. 
They will not be nearly as effective if printed and 
afterwards “filled in,” and they are so short that it 
is not at all necessary to do so, even where several 
hundred accounts are involved, as only 25 minutes 
of a typist’s time is required on any one account, 
even if it is necessary to continue the system to 
the very last card, which will very seldom happen. 

If this system is to be used on a certain number 


of accounts, it is best to make an alphabetical list 


of them on a long sheet of paper, noting the name, 
address, amount and date of the last item, leaving 
about an inch of blank space after each account in 
which to note the dates of mailing the form letters 
and cards. When an account is paid or satisfactory 
arrangements made, the name should be crossed off 
the list, thus leaving a correct list for the next 
mailing. 
The letters are as follows: 


Letter No. 1 


Mr. Slow Pay, Chicago, IIl. 
Dear Sir: 

In looking over our books to-day we find a due 
balance standing against you to the amount of 
nko mine running back to .......... 

Will you kindly mail us your check for this 
amount or advise us at once if you find the balance 
incorrect? 

Thanking you in advance, we remain, 

Yours very truly. 


th 


Letter No. 2 
Mr. Slow Pay, Chicago, III. 
Dear Sir: 
ee ED 6cccanees regarding a past due bal- 
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ance on your account of $...... , running back to 
Foy noe ee , and so far have received no reply. 
Please let us hear from you at once, so that we 
will know whether you consider the balance cor- 
rect, and when we may expect your check. 
Yours very truly, 


Letter No. 3 
Mr. Slow Pay, Chicago, III. 
Dear Sir: 
Ce Be OE. ovat oe ee Ws i aes eis re- 
garding a past due balance of $...... on your ac- 


count remain unanswered. 

It seems to us that you might at least grant us 
the courtesy of an answer, even if it is inconven- 
ient for you to send us your check just at this time. 

Kindly favor us in this matter, and oblige. 

Yours very truly, 


Letter No. 4 


Mr. Slow Pay, Chicago, III. 
Dear Sir: 

We are surprised at your failure to answer any 
of our several letters regarding your past due 
account. Our letters have surely been courteous 
and we feel that we have treated you fairly in 
every way. 

You know, of course, that unless we hear from 
you we will be compelled to adopt other means of 
collection, which we would very much dislike to do. 

It will save both of us useless expense and annoy- 
ance if you will let us hear from you at once, stat- 
ing just what you propose to do. 

The writer will hold this account on his desk 
until the morning of .......... , and will depend 
upon hearing from you by that time. 

Yours very truly, 


Letter No. 5 


Mr. Slow Pay, Chicago, IIl. 
Dear Sir: 

As we did not hear from you this morning we 
have fully decided to take other steps to enforce 
settlement of that past due account. 

However, a business acquaintance of ours ad- 
vises us that he believes you to be entirely prompt 
and reliable, and we have therefore decided to wait 
a few days longer. 

You must surely realize that your credit stand- 
ing depends on your fair dealing, and fair dealing 
certainly requires you to answer our letters. 

Of course, we realize that it is entirely possible 
that you have neither received nor read our previ- 
ous letters. In view of all the facts, however, we 
shall expect to hear from you at once. 

Yours very truly, 


Postal Card Form 


Mr. Slow Pay, Chicago, IIl. 
Dear Sir: 
We wrote you ...... a Ga i , 
CR Se as No reply. Why? It is important that 
we hear from you at once. 
Yours very truly, 


Send the letters at intervals of a week and cards 
every other day for twenty days, following letter 
No. 5, allowing three days for answer to the last 
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letter. Fill in the blank spaces in the second line 
of card form with the dates of the five preceding 
letters as 1/1, 1/7, 1/14, 1/21, 1/28, thus making 
a solid second line of dates, in figures. Add nothing 
to the wording of the card form except the signa- 
ture, which should be written with pen, down 
toward the right-hand bottom corner of the card; 
do not date. 

It will be noted that the first three letters are 
very short, and yet they say all that is necessary or 
advisable to say at this stage of the correspondence, 
and also ask a question that demands an answer 
whether the debtor is able to pay just at that time 
or not. They are so mild that they can be sent, 
without giving offense, to perfectly good, but slow 
debtors, and yet they form an effective basis for the 
letters that follow to the slower and more doubtful 
debtors. 

The fourth letter takes the place of the usual 
“threat to sue” letter, and is fully as effective. 
Without committing the writer to any definite 
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action whatever, it leaves the matter open so that he 
can continue his mail campaign. The fifth letter 
is a reversal of the threat to “List” or to let other 
businéss men know of the indebtedness, and is even 
more effective without being offensive. It is flat- 
tering instead of threatening and it winds up by 
giving the debtor an excuse for his past failures to 
respond to the letters that have been sent him. 

But some men do not read letters and it does not 
much matter what you write them. Here is where 
the postal cards come in. While they say nothing 
whatever about an account, and are consequently 
perfectly legal, yet they furnish an inexpensive 
form of persistency that certainly does get results. 

In conclusion, let it be emphatically stated that 
this system will not get money from a man who 
nas none, or secure any other impossible result, but 
it will bring in the most money possible out of past 
due accounts, if used according to instructions, and 
it will not involve the user in unnecessary expense 
or useless litigation. 





Another Horse Shoe Rack 


To the Editor: 
I noticed in the issue of HARDWARE AGE of 


Nov. 11 a rack made of pipe for the display of 
horse shoes. Being built over a radiator as it was, 





— 





A simple and easily constructed rack for storing and 
displaying horse shoes 


it must have proved both a space saver and a sales 
maker, but the expense of constructing it, in my 
opinion, would be prohibitive to most dealers. If 
the store conducted a plumbing establishment the 
affair could be made during spare time, but if it 
had to be made outside, there are so many fittings 
in the construction that the cost would make many 
men hesitate before giving the order to have it 
made. The fittings and about three-quarters of the 
expense could be eliminated by making the side 
pieces of lumber (2 x 3’s or 3 x 4’s), with notches 
cut in which the cross-pieces of pipe could rest. 

I have a method of displaying and carrying horse- 
shoes that cost very little to install and I am inclos- 
ing a sketch showing the construction. This rack 
is built against the wall and occupies very little 
space. The uprights are made of 3 x 4 stuff, and 
there is 9 in. between each notch as shown in the 
sketch. The notches extend only half way through 
on the inside of each stick of lumber. For cross- 


pieces 34-in. pipe is used on which the horseshoes 
are hung. A square piece of wood with a hole 
drilled in it is used to separate the various sizes 
carried on the same cross-piece. Each division is 
lettered on the side .with the size. 

I think the rack illustrated in HARDWARE AGE, 
Nov. 11, would be adopted more readily, because of 
the decreased cost, if it were built of a combina- 
tion of pipe and lumber, instead of pipe and fittings 
alone. 

I have used many of the ideas published from 
time to time in HARDWARE AGE, and hope this sug- 
gestion will be of some assistance to your raders. 


Sincerely yours, 
A Constantly Benefited Reader. 


Hardware Boosters’ Luncheon 


HE first annual luncheon of the Hardware 

Boosters was held in the Green Room of the 
Hotel McAlpin, New York City, on Monday, Dec. 
27, 1915. Fifty-one members enjoyed the festiv- 
ities and had the pleasure of hearing R. S. Tucker, 
Past Grand Councilor ofthe United Commercial 
Travelers’ Association, who is a very good speaker. 
He made an address on the subject of “Salesmen, 
Born, Made or Manufactured.” 

E. L. Decker, Grand Treasurer, then spoke on the 
good points of the United Commercial Travelers’ 
Association. 

The Hardware Boosters’ Association, which in- 
cludes in its membership practically every jobber’s 
and manufacturer’s salesman traveling out of 
Metropolitan New York, has enjoyed a splendid 
growth since its organization a year ago. It is 
doing a good work among the traveling men of New 
York City, and its meetings every fifth Saturday— 
or rather every month that has a fifth Saturday in 
it—are most instructive. 


THOMAS MCNAUGHT has severed his connection with 
the Marshall-Wells Hardware Company, and with Mrs. 
McNaught will pass the winter in California. Mr. 
McNaught and A. M. Marshall, the president of the 
Marshall-Wells Hardware Company, have been asso- 
ciated in business together for more than forty-three 
years. Mr. McNaught went to Duluth in the spring of 
1892 to take charge of the old Chapin-Wells Hardware 
Company. He held that position one year until the 
Marshall-Wells Company was organized, when he be- 
came manager of it. 
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PROFIT SPARKS FROM THINGS 
ELECTRICAL 


The Discomforts of the ‘‘Good Old Days,’’ and Our Modern Methods 
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HERE must have been a life-sized scarcity - of 
Tr genuine home comforts back in the historic 
days of the tallow dip and the open grate: 
The good man of the house had to roll out at 5 a. m. 
and get a fire in the trusty fireplace in order to 
have things warm for his better half by sun-up. 
What a time he must have had with that old tinder 
box, trying to put the one candle power dip on a 
light-producing scale. Then he had to do the milk- 
ing stunt by the feel process and take chances on 
a place kick from field beating him out of cream 
for his morning dish of corn-meal mush. If the 
windmill failed to work, it was up to him to fur- 
nish power for the daily watering of the stock, 
and it was a cinch that he was billed to connect with 
the handle of the old churn in a half-hour session 
before the first call to breakfast. He thought he 
was somewhat abused, but his little bunch of trou- 
ble wasn’t ace high to the bundle of grief that the 
lady of the house fell heir to in those palmy days. 
It was up to her to “feed the brute” with a mighty 
slender outfit of culinary tools and nothing but an 
open fireplace to help. She had to parch her own 
coffee on the brick hearth and pulverize it by put- 
ting it in one of the old man’s socks and giving it 
the once over with the rolling pin. Then she had 
to boil it in an old kettle hung from an andiron, 
while the heat from the fire put wrinkles in her 
home-made complexion. How in the world she got 
by with the toast and hotcakes and saved her skin 
is a mystery that only a Fifth Avenue beauty doctor 
can solve. 
The Old “Blue Monday” 


Wash day must have had its terrors for her as 
the term “Blue Monday” signifies, and the problem 
of turning out the ironing on schedule time must 
have knocked holes in her beauty sleep. The floor 
had to be swept with a home-made broom, and if 
she wanted a batch of curls to improve her appeéar- 
ance when the minister called, she was forced to 
wind up her stray locks on scraps of tea lead and 
wear that armament for a day at least before the 
fateful event. Some life that, compared with what 
the fair sex of to-day enjoys! 

Nowadays we let the clock wander some little dis- 
tance beyond the five mark before we roll out, and 
we get a little light on the subject before we take 
the plunge, by merely pushing a little button at 
the head of the bed. There’s an electric lantern 
to help us locate the brindle cow, if we are fortu- 
nate enough to possess one, and the gentle hum of 
the motor tells us that the family churn is on the 
job minus the elbow grease of past ages. When 
the churning is over it will tear into the stock- 
watering problem and spend the rest of the day 
chopping feed for the chickens and grinding out 
menus for the rest of the farm family. 
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Breakfast Joys 


There’s a change in mother’s little day, too. When 
the time comes for the morning meal, she is there 
with the goods. A few spoonfuls of coffee in the 
electric percolator—a pint or so of water—one 
press of the button and the coffee is on the way. 
Four slices of bread and another button—presto 
there is toast fit for a crown bearer. Some eggs 
in the poacher, another button to push, and the 
old man can drop in any time he is ready to the 
meal of his life. When the eating is out of the 
way the electric vacuum cleaner takes a five-minute 
whirl at the parlor carpet and puts a factory finish 
on the dining room rug. The washing is a regular 
Monday picnic from the electric standpoint, and 
the ironing has switched from a task to a pastime. 
She curls her dainty tresses.on an electric curler 
and even saves the old man’s back in cold weather 
by nestling her number fours against-an electric 
heating pad. Class—why there’s nothing in Noah 
Webster’s word catalog that can begin to express 
the result. 

“But,” you say, “what has this all to do with the 
retail dispensing of hardware?” Not much, per- 
haps, to some dispensers, but to the man with his 
thought gun trained on profits there’s considerable 
food for reflection. All these electric appliances 
that are finding their way into the household are 
putting a selling profit in somebody’s cash drawer. 
The electric light and power companies are getting 
a part of it; the electric contractors are grabbing 
another part, and the department stores, drug 
stores and some of your other ancient rivals are 
hogging the rest of it. Is it their fault you’re not 
in on the divvy? Well, hardly! If I was a de- 
partment store manager or the main gun of an 
electric concern and was making good money from 
the line, I’d just consider the average hardware 
man as a sleeper, and I’d step easy so as not to 
wake him up till I had the electric profits cinched. 
The fault lies right in our own little bailiwick. 

If progressiveness was smallpox, there’s a bunch 
of us hardware men that would never need vaccina- 
tion. We couldn’t catch it with a down hill start, 
but thank heaven there are a few men in the game 
who have only overlooked the handling of electric 
appliances from the fact they were busy on some 
other live-wire stunts, and who are going after the 
electric profits with a rush as soon as they get the 


scent. 
“Things Electrical” Easy to Sell 


Electric appliances are the easiest selling articles 
in the hardware novelty line. There’s a sparkle and 
a shine to them that grabs the attention of the 
beauty lover, and a helpful air of usefulness that 
sweeps the conservative man clear off his feet. The 
little element of mystery that each article carries 
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is alone enough to create interest, and every woman 
with a single electric trouble-saver in the house 
is a booster for the whole line. For display, they 
have no superior, and the man who can get a glimpse 
of a well decorated hardware window, featuring 
electric appliances, without reaching for his wallet 
is due for a seat with the Amalgamated Brother- 
hood of Tight-Wads. 

It doesn’t take a great deal of capital to put in 
an initial stock of this line. You dor’t have to fall 
for dozen lots of every article manufactured. Just 
get a good representation of the various things in 
common use and then keep your weather eye on the 
stock to keep it up to a working basis. The average 
store can make a good start by stocking a couple of 
the better coffee machines, a half-dozen percolators 
of various sizes, the same of toasters, a couple of 
hot water heaters, two chafing dishes, two grills, 
a few disk stoves, an electric heating pad, a pair of 
electric curling irons and a half-dozen electric 
irons. A stock of this kind isn’t going to break 
you, and after you have given it a fair trial its 
only going to be the nucleus of a real stock that 
you will handle in the days to come. 

Remember this is an aristocratic line, and one 
to be featured. Put it in glass showcases and wall 
cabinets and it will reflect an appeal that is mighty 
hard to resist. Keep it before the trade. It repre- 
sents the cooking and comfort element of the 
future. You know that advertising’ slogan, 
“Eventually, why not now?” Well that applies with 
double force to the electric appliance game to-day. 
It’s the coming household utensil, and the sooner 
you get the public educated to the fact that you are 
ready to fill its electric desires the sooner you will 
be picking profit sparks from Things Electrical. 


Successful Dealers 


The Bunting-Stoné Hardware Company of Kan- 
sas City, Mo., has tried the line out for several 
years with profitable results. Down in Oklahoma 
City, Okla., W. J. Pettee & Co. regard it as one of 
their staple profit gatherers. The Steel Hardware 
Company of Wichita, Kan., gives special attention 
to the line, which it displays on low tables and 
stands in a very prominent part of their store. J. 
Arch Lewis, manager of that progressive firm, is 
not of the class that chases bubbles. The profit 
must show in the pan or the claim is dropped. 

This is only a sample line of progressive dealers 
who are showing their progressiveness by getting 
into the electric appliance game while the pickings 
are good and the field uncrowded. There are many 
more with the same farsightedness. It’s up to you 
to follow suit. It’s a clean line with a clean profit. 
In the words of the imitation poet— 


—— a joy in things electric 
That will rub out sorrow’s mark, 
There’s a great big juicy profit 
To be gathered from the spark. 


Chicago Association Elects Officers 


HE Chicago Retail Hardware Association held 
its annual meeting recently at the Hardware 
Club, and re-elected John Schuberth, John Hora and 
G. G. Engelhardt as president, financial secretary 
and business secretary, respectively. The other 
members elected were: Simon J. Koehler, first vice- 
president, and Charles E. Arnold, treasurer. The 


‘buying committee will consist of Fred Ruhling and 


G. G. Engelhardt. E. Meier was made a director. 
The Devon Hardware Company, 1557 Devon Ave- 
nue, was admitted to membership. A Dutch lunch 
and smoker followed the business meeting. 


Hardware Age 





Hardware Dealers Logical Dis- 
tributors of Electrical 
Appliances 


FoRT WAYNE, IND. 
To the Editor: 

We are entirely in accord with your conclu- 
sions that the hardware dealer should be an im- 
portant factor in the distribution of electrical 
household appliances. 

It has been our experience, in dealing with the 
hardware man for a number of years, that he is 
the logical man to sell washing machines, and 
those machines operated by electricity should not 
be an exception. Wherever the electrical dealer 
or central station has cut into the hardware 
trade on household appliances, it has been be- 
cause of their going out after the business. 

The hardware store has always been the nat- 
ural place to go for washing machines, carpet 
sweepers (now vacuum cleaners), sad irons, per- 
colators, toasters, churns, etc., and there is no 
reason why the hardware dealer should not con- 
tinue to get this business. 

In order to keep pace with his younger brother, 
the electrical dealer, however, the hardware 
dealer must make more effort outside of the 
store. Why not put one or two first-class clerks 
in charge of electrical things for the home? 
Most hardware stores have a man who makes 
a specialty of sewing machines. This man comes 
in daily contact with modern housewives, and 
why should not he be a good man to specialize 
on “things electrical” for the home? 

At least 90 per cent of the electric power 
washing machines sold by one of our best hard- 
ware dealers are sold by the man in charge of 
sewing machines. This we attribute to the fact 
that he gets right into the homes of his firm’s 
best customers. 

Here’s wishing you success with your new de- 
partment of “THINGS ELECTRICAL.” 


Yours very truly, 
HORTON MANUFACTURING COMPANY, 
A. C. Richard. 











Edwards & Chamberlin Add Auto- 
mobile Accessories 


[He Edwards & Chamberlin Hardware Company, 

wholesaler and retailer at Kalamazoo, Mich., has 
followed the example that is being set by hundreds 
of hardware jobbers throughout the country and 
has added a complete line of motor accessories, 
putting the department in charge of a man who has 
for many years specialized in this line. At present 
the stock is being systematized, new lines added 
and an accessory catalog is being compiled which 
the company expects to issue in the very near 
future. 

In addition to handling motor accessories as a 
wholesale proposition, the company expects to find 
a large outlet for this line through the retail es- 
tablishment. Every additional hardware jobber 
who adds motor accessories to his stock hastens the 
day when this line will be handled almost entirely 
through the hardware wholesalers. 


In boasting of your family tree be sure there is no 
underbrush.—E xchange. 
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Our Experience Proves It! 


E SEE in one of these New York papers that 

women have a “Hereditary Fear of Man,” that 
this fear has come prowling down the ages from the 
time when woman was not safe from the predatory 
male, and so on. Yes, we can prove it. Some twenty- 
odd years ago or more we came face to face with our 
teacher over a small difference of opinion concerning a 
matter of deportment. We looked her right in the eye 
as lion tamers do now in moving pictures, and we talked 
right up as United States Senators have always done. 
We remember very clearly the haste with which she 
grabbed into her desk for her ruler. That Hereditary 
Fear was working. Over what followed we draw a veil 
—no doubt she did it in self-defense and the interests 
of culture. We are still sorry we scared her so badly, 
and it is rather nice to know that it was really her fear 
of us that made us such a model pupil for the next week 
or two. You see they didn’t have all the advantages of 
sociology back in 1880-odd, but we can all live and learn 
and read the papers.—Collier’s. 


A Deep One 


OHNNY stood beside his mother as she made her 

selection from the huckster’s wagon, and the farmer 
told the boy to take a handful of cherries, but the 
child shook his head. : 

“What’s the matter? Don’t you like them?” asked the 
huckster. 

“Yes,” replied Johnny. 

“Then go ahead an’ take some.” 

Johnny hesitated, whereupon the farmer put a gen- 
erous handful in the boy’s cap. After the farmer had 
driven on, the mother asked: 

“Why didn’t you take the cherries when he told you 
to?” 

“*’Cause his hand was bigger’n mine.”—Christian 
Register. 


Light Work 


A SHABBY old cottage on the outskirts of a village 
was suddenly transformed by paint and paper into 
an attractive little house, and a summer resident of the 
place, who knew the occupants to be a poor widow and 
her ne’er-do-well son, was curious about the change. 

He inquired about it at the gate. 

“Yes, sir,” replied the old lady, smilingly, “my son’s 
in work now. Makes good money, ’e does, too. All 
’e has to do is to go twice to the circus every day and 
put ’is head in the lion’s mouth. The rest of the time 
’e ’as to ’isself.”—Tit-Bits. 


Willing to Please 


A CERTAIN college president wore side-whiskers. 
Whenever he suggested removing them, there was 
a division of opinion in the family. One morning he 
entered his wife’s dressing-room razor in hand, with 
his right cheek shaved smooth. 

“How do you like it, my dear?” he asked. “If you 
think it looks well, I will shave the other side, too.” 
—Facts and Fancies. 


per people are so busy that they can spend hours 
and hours telling you how busy they are.—Ez- 


change. 
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War Ignorance 


ENERAL CARROLL DEVOL, at a dinner in Wash- 
hr ington, was drawn into a war argument by a young 
ady. 

The young lady, having conquered the general, as she 
thought, paused and smiled triumphantly; but he, with 
a smile of a different kind, said: 

“My young friend, it is hard to argue with you, 
because your ignorance of war is very complete. It is 
plain from your remarks, that you don’t know the dif- 
ference between a howitzer and a mortar, and I believe 
you think that shrapnel, grape and canister could all be 
shot indiscriminately out of a shotgun. 

“In fact, you remind me of old Calhoun Clay. 

“ ‘Cal,’ said the old man’s master one day, ‘I see by 
the papers, Cal, that the enemy has been driven back.’ 

“‘Driven back?’ old Cal grunted. ‘Driven back. 
Driven! Huh, I’d a’ made ’em walk.’ ”—Washington 
Star. 


One Way Out 


HE was condemnatory in her manner. “I refuse to 

take this paper cutter,” she declared sternly, “be- 
cause it is not ivory, and I want to use it as a Christ- 
mas gift.” 

The clerk looked at her with the “I-don’t-doubt-your- 
word-madam” expression indigenous to clerks. “That’s 
very strange,” he said. “The elephant must have had 
false teeth.” 


She Proved His Ignorance 
¢¢7 T seems to me, my dear,” remarked the young hus- 
band, at the Christmas dinner, “that there is some- 
thing wrong with this cake.” 
“That shows what you know about it,” laughed the 
bride triumphantly; “because it says in the cook book 
that it is perfectly delicious.” 


Classified 
66 HAT is Dubkins, anyhow, pro-Ally or pro-Ger- 
man?” asked Hickenlooper. 

“Oh, Dubkins is a Snootral,” said Blifkins. 

“Snootral? You mean Neutral, don’t you?” 

“No,” said Blifkins, “I mean Snootral. Dubkins 
spends his time turning up his nose at both sides.” 
—Exchange. 


Insinuating 


¢¢T HAVE resolved for the New Year,” said Slather- 
berry, “that I shall not drink any more.” 
“But, my dear fellow,” protested Flickersdale, “you 
couldn’t drink any more. The point is, have you re- 
solved to drink any less?”—Exchange. 


The Easiest Way 


OTHER (annoyed): “I don’t see, Elsie, how you 
can be so naughty.” 
Elsie—“Why, mama, it isn’t a bit hard.”—Boston 


Transcript. 
Paying His Way 


IX—“Do you still walk in your sleep?” 
Dix—“No, I take car-fare to bed with me now.” 


—Ezxchange. 
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Your Answer to the Stevens Bill 


HE Stevens bill has been a subject of in- 
terest to the hardware trade for many 
months. In recent weeks numerous 


letters have been received by HARDWARE AGE : 


asking if hardware merchants should or 
should not favor the passage of this bill. 

This important question can be answered 
by a summary of the answers to the following 
questions. These questions can be answered 
offhand by any dealer who has a price book 
on his desk. 

1. How many items in your stock have, 
either now or in the past, been sold at re- 
stricted prices? That is, how many items have 
been sold at fixed prices which you have been 
requested to maintain by the manufacturers? 

2. Is it true that there are less than ten 
of these items? Is the statement that you 
can count them on your ten fingers a fact or 
a falsehood in your store? 

3. What is your cost of doing business? 

4. Is the percentage of profit on the re- 
stricted price items with which you have had 
experience satisfactory to you? Does the 
margin of profit allowed you leave a real 
profit or a real loss when lined up beside your 
cost of doing business? 

5. If the answers to these questions show 
that goods sold by you at restricted prices 
controlled by the manufacturers have result- 
ed beneficially to you, then you should throw 
your influence in favor of the Stevens bill, 
and you should work for it with all the 
energy and power you possess. 

6. If, on the other hand, your answers 
show that the margin of profit allowed on 
restricted priced goods is unsatisfactory, 
when compared with your cost of doing busi- 
ness, then you should go on record by act 
and deed against the Stevens bill. 

7. The only reliable things we have to 
found our judgment on are facts. We have 
had experience in the hardware field with 
restricted priced goods. Every man’s answer 
to the Stevens bill is in his own store. 


The War—and After 


HERE exists to-day an insatiable and 
wholly natural demand for some au- 
thoritative pronouncement as to the 

probable effect upon American business of 
the ending of the European war. For it is 
a contingency that we must face sooner or 
later, and possibly most suddenly and unex- 
pectedly. So, in response to this eager and 
interested questioning the daily press is full 
of definite forecasts by professional econo- 
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mists and financial writers as to what will 
happen to our commercial life when the war 
is over. It is needless to say that, like all 
theorists, they are on both sides of the ques- 
tion and both equally confident. 

To those who seek some real solution rather 
than the exploitation of pet theories, the en- 
tire subject is one of amazing complexity 
and uncertainty because there are absolutely 
no sure analogies in the past by which to 
guide one’s judgment. Economic, social and 
industrial conditions to-day are so radically 
different from those prevailing at any time 
in the past that neither the Napoleonic wars 
nor our own civil strife offer any sure prece- 
dent. So that any attempt to dogmatize is 
a sign of narrow vision rather than of 
prophetic insight. 

The immediate effect of such declines in 
demand and in prices will not only seriously 
affect the labor market by throwing many 
out of employment, but will in all likelihood 
be such a blow to general business as will 
seriously strain any existing prosperity to 
take care of. Declining prices of commod- 
ities are always the first signs of waning 
prosperity because they indicate only too 
surely either a falling off in demand or an 
overtopping supply. Good times and high 
prices are invariable accompaniments of 
each other. It is impossible to say which is 
cause and which is effect since they seem 
constantly to act and react upon each other. 

Most certainly, too, there will be serious 
declines in the prices of all agricultural prod- 
ucts, for not only would the abnormal war 
demand cease, but new sources of supply, as 
Russia, will be immediately available. To- 
day prosperity throughout the agricultural 
sections of the West and the South is largely 
based upon the fact that the farmer has much 
to sell and is receiving remunerative prices 
for it. He is not only the greatest producer, 
but likewise the greatest consumer in the 
country, and his inclination and ability to 
buy depend almost entirely upon the volume 
and price of his products. While it is true 
that he has already sold largely of the 1915 
harvests, it is equally true that the prevail- 
ing market prices have a strong effect upon 
him psychologically since there is always the 
coming crop to be considered. Should he 
adopt that attitude of caution and conserva- 
tism which was so strongly his state of mind 
during the early months of the European 
war, the whole commercial world would im- 
mediately feel the result. Naturally our ex- 
ports would materially fall off, especially in 
munitions of war and in bread stuffs. We 
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could stand that fairly well because we are 
already a creditor nation, and for this same 
reason the financial effect upon us would be 
the easiest to bear. 

Also because of the impregnable basis of 
our Federal Reserve Act in relation to do- 
mestic trade. All these things seem fairly 
obvious and not very cheering, even though, 
as seems likely, we should be in the midst of 
a prosperity based largely on inherently 
sound domestic conditions which would help 
materially to bear the burden. The crucial 
point, and one concerning which there must 
be widely differing judgments is the reac- 
tion upon us of the new European economic 
life. Ruined Europe would certainly have 
to be rehabilitated, and the ponderous guesses 
of financiers as to where the money would 
come from are entirely beside the mark, for 
such problems have a way of solving them- 
selves. 

The unanswered and unanswerable prob- 
lem is the share we should play in such re- 
habilitation. It is assumed that we alone 
could furnish the needed material, which is 
only partly true, and possibly much of the 
needed capital. And that involves the crucial 
question as to how Europe would pay us for 
such material. Most of the silent factors of 
adverse trade balances against us would be 
out of commission. The money spent abroad 
by American tourists would be a negligible 
quantity for many years, for war-devastated 
Europe would not be a pleasant ground for 
sightseers. 

The burden of freight paid to foreign ships 
would slowly be eased by a growing Amer- 
ican merchant marine that is evidently com- 
ing. The interest paid by us on foreign-held 
securities dwindles each day and will be a 
constantly decreasing factor as the war goes 
on. Many finished products that we formerly 
imported from Europe have lost their hold 
entirely upon us, for the corresponding Amer- 
ican-made article has come to stay. No 
ground in commercial warfare is so difficult 
if not impossible of recovery as that once 
held and then lost. So such importations 
would largely cease. 

Europe could not pay us in gold, even if 
she had the needed coin, which she has not. 
No country ever pays its commercial inter- 
national trade balances in gold, save in small 
measure. Moreover, it needs every gold dol- 
lar in its possession to sustain the evergrow- 
ing irredeemable promises to pay, in notes 
and bonds. Setting aside all manner of dis- 
cussion as to the principles, or the lack of 
them, involved in the matter of a protective 
tariff, it ought to be obvious that our great 
difficulty afterthe war will be to find some way 
to maintain a large volume of business with 
Europe, and that there is no plan in sight, 
nor ever will be, save largely in exchange of 
commodities. We cannot sell Europe the 
material she needs to get in shape again and 
then prohibit imports of the only commodities 
with which she can pay her debts. Much we 
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shall always have to import because Europe 
can supply it to better advantage than we 
can, or because we do not produce it at all. 

One holds that labor will be plentiful and 
cheap because of the release of. so many 
soldiers who must perforce find some means 
of livelihood, and that as some market must 
be found for their products they will be sold 
to us at any price to pay for the material 
they buy from us for the reconstruction of 
their devastated country. This is assuming 
that the producers and manufacturers are 
willing to sell goods at any cost to assist 
others to rehabilitate the country. There is 
nothing in commercial history which gives 
basis for this rather fantastic argument. All 
manufacturing soon drifts to the point of at 
least getting cost for its goods. Whether 
labor will be cheap and plentiful must con- 
tinue to be a mere surmise until the actual 
time arrives. Such supposition seems borne 
out by the story of conditions prevailing at 
the end of the Napoleonic wars. But there 
will be much work of reconstruction to be 
done, and the number of those capable of 
doing it will be greatly reduced. 

A manufacturing concern depends for 
economical production upon the skill of its 
employees. And it will take a long time to 
bring a return of former conditions, and 
especially that state of industrial efficiency 
which made European manufacturers such 
formidable competitors in certain lines. Be- 
sides the matter of taxation is one of sur- 
passing importance. Nothing is so deterrent 
to industrial life nor so great a handicap as 
heavy taxation and nothing can be surer that 
unless the nations of Europe repudiate their 
debts the taxation when the war is over will 
be of a nature and burdensomeness unknown 
in the history of civilized nations. And that 
taxation, as does all taxation, will follow the 
lines of the least resistance and will fasten 
itself upon industry and enterprise as the 
surest and most certain means of revenue. 
And furthermore the results of such taxation 
must necessarily be added to the cost of pro- 
duction of all goods. If one cares to view the 
situation from the standpoint of common- 
sense analysis it is entirely possible that some 
of the great nations may entirely repudiate 
their obligations. Every warring nation is 
to-day practically bankrupt and has not the 
slightest intention of ever paying any portion 
of its principal debt, for the mere payment 
of interest will strain its financial ability to 
the utmost. 

A survey of the situation seems to indicate 
only two things of a certainty. That the con- 
tinuation of the war is in all likelihood a mat- 
ter of many more months, and during that 
time conditions will not change materially 
with us, save to improve. And that the first 
signs of peace should impress us with the 
necessity of immediate caution and conserva- 
tism in all commitments until we can get 
some intelligent comprehension of the trend 
of events. 
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PUBLICITY FOR THE RETAILER 


A Store Paper Wide in Scope and Distinctive in Character—Advertising 
Hardware in Department Store Style—Good Stove Talk 


A Broad-Gaged Store Paper 


No. 1. (10x15 in.) The front page of Dobis & 
Winkler’s store paper, reproduced herewith together 
with our explanatory comments, should move every 
progressive hardware dealer to a thorough investi- 
gation of store paper opportunities. To those of 
you who have never issued a store paper, here is 
more proof of its potency: to you who recognize 
the sterling worth of the store publication, here 


ASHDOWN’S SATURDAY 


SPORTING GOODS 























Another page of interesting news for all Hardware shoppers. Every article 
we scli is absolutely guaranteed, and we sell at the lowest possibly prices. , | Everything for the Man 


are suggestions that you can turn to good account. 
The distinguishing feature of Dobis & Winkler’s 
paper is the uniform character of its contents. 
Glance over the page shown and you will at once 
realize that here is a sheet of general interest. Not 
for one moment do Dobis & Winkler forget the real 
mission of their publication, and store items and 
suggestions abound on every page. But it is the 
manner in which these buying impulses are created 


HARDWARE ECONOMIES 
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Heater 
Will make veld confort in your bome this winter. The 
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Storm Door and Storm Window Fittings 
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Push Drill, 95c 

Push Drill, complete with set uf cight drills. A very 
handy tool for use when hanging storm doors, windows, 
etc., or anywhere that a small hole is required. dust in- 
vert the drill point and push ; the drill does the 95c¢ 
rest. Sells regularly fow $1.25. Saturday ....... 
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make it ur Universal Toasters, they are 


’ mm the best 
Arma Saturday Special, $4.50 ’ Saturday 
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‘Waxoil Floor Polish 

Fur brighténing and cleaning ali floors and linoleums. 
Gives a clear and shining finish to all doors aud is very 
easy to use 





2 w a 
tame ~ Made of very fine stee! a8 wit do pestent es pas tin. 20c oquen tin. "35¢ 
rasity and wit! soon pas for themerives. 85c “i Speciel ........+ Spéeis) 






| Fender = for a Cars, 


They eliminate the :~x ageinet the mud eplashera. 








tt Extra Value in Razor Strops 
Self-hoaing Rasor & he double 
og & and large in size. with swing book 
_ —_ “yy Very fine ¢ lea 
on, 5100 Geog 


Just half  eutte on 2 wuentity of — spiendia 
Satertay ° 





twe inches wide. Satu ey 1 





yds velue Saiuréay 










Electric Iron that is 





Stewart Hot Blast Heaters 
T PRICES FOR QUICK SELLING 

The = Biast is one of thé famous Stewart line, and - 

for handiness, durability and heating qualities it cannot * 

be beaten. 










































These irons sell in the regular way for ve a 
me, 7 NOT PASTY Sages ested peceetn that covers the heating element for all time. ws -—y , Gony oan MRATERS—Reguine 35 50 $4. 40 
par n wor vetatin aa six-pound size, is beautifully nickel-plated ; 
y special . OL AST negates tiboe a 11,00 wnat 7 Tong extents cond with anges roved ie a. 1, BONNY oan EATERS Regular 9738 $5. 90 
plug is is by t that h be 
sake NOT maa temas mace” SU st ong oo ak a eg: Rome oan weaTERe menses vet” $759 
NO. n ner GASt— nega tna00 0c ail on —_ ee in the day cnet 17; sonny oan HEATERS Reguiar s208 $9. 00 
= an FOR USE wit : 3 
J oan 
Carbo Magnetic Razors, Special Mantels and * Automobile Sup- | BRUSHES ©*"«" sxe! Atowincs < 
About two dozen of these famous rezore that Fire .Place Fit- pliesmt the Right aon ineh } aa with whe Dristlen ‘1Oe ¥ 
acl for $2.50. tings. Prices. xe 
wane nnn ah bon THE BEST IN HARDWARE sccm od act a! mesh cena ts 26 . 
s o ° * cg 
No. 2—Enabling the reader to visualize an immense hardware stock a 
t 


Saturday Special, $2.35 


But the quantily is limited, and the first here ms them. 
$4.00, and he 











See Our “Bonny Oak” Heaters 
Before deciding on your new heater for this Winter. The 
Benng Osk is neat and attractive ip design aud very 
economies! on fuel 


Guaranteed for Ever 
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SEED CORN IN DANGER 


If Seed Corn Is Not Picked 
ThisFall, the 1916Crop 
Will Be Small. 


A Chance for You to Save 
Money. 








Will you need any of the articles 
listed below within the next year? 
We have tov large a stock of these 
articles. -Rather than to carry them 
over to the uext season we will sell 
every item at cost and below cost. 
There never wasa better chance 
for you to cave money than on these 
goods, right now. 

One $50-pounds capacity cream 
separator. - Regular price, $85; now. 
$52.50. 

One 750-pounds capacity cream 
separator. Regular price, $75; now 
$43.25. 

One 850-pounds capacity cream 
separator. Regular price; $85; now, 
$49.50. 

Three Waterbury Sanitary closets. 
Regular price, $20; now, $14.75. 

Fire Extinguishers. Regular price, 
$12; now; $8.50. 

One-fourth tv one-half-off on. all 
watches, fobs, chains, rings; etc. . 

Hammocks, regular . price, $3.95, 
now; $2.50. 

Barn door track and. haugers, 
regular price, per’ foot, 16c% now, 





Grave dunger to the . 1916. cro}: 
lies in the condition of corn in 
Minnesota this fall 

Next year's crop will depend in 
a large measure on the supply of 
good Minnesota-grown seed corn 
obtainable this fall, and good Minn- 
esota-grown seed corn is going to be 
mighty hard to get. From vareful 
reports received from various parts 
of the state, it is certain that a gen- 
eral heavy frost before September 
20 would easily destroy the seed 
value of most of Minnesota's corn. 
Even if frost holds off till after that 
date, the quantity of corn that will 
be available for seed will be small, 
for the reports indicate that at best 
the state will not get more than 
half a crop of corn this year. The 
same reports show that the amount 
of seed corn held over from last 
year is verysmall. Itis well known 
now that it does not do to go south 


12¢. fur seed corn, for. seed corn from 


the south does not mature early 
enough to escape frosts in Minne- 
sota. 

What is to be done, then? 

Andrew Boss, C. P. Bull, A. D. 
Wilson, and others at the Minneso- 
to College of Agriculture, who have 
been studying the situation, suggest 
this: 

Search ont the most mature acrc¢s 
of corn on your farm. 

Pick-a supply of seed corn from 
| these acres the moment the corn is 
mature- enough; picking from the 
standing stalks in the field 

Corn is mature enough for seed 
when it has reached the dent stage; 
though it is better to let it ripen 
beyond this stage if possible. But 
if it has reached this stage, and 
frost threatens, take no chances, 
but pick ceed corn! 


Varnished screen doors, regular) 
price, $1.75; now, $1.20. 

Screen windows, regular price, 
45c; now, 30c. 





Bring us your watches for repair- 
ing. _We have an expert whole- 
sale jeweler in St.Paul who does re- 
‘pairing at reasonable prices for us. 











FIRE PROTECTION. 
for your home, your barn, 
your outhouses, is assured 






che If you have no corn far enough 
Red A | acket along for seed and somie other farm- 

er in the vicinity has, buy the priv- 
“So-Easy-To-Fix” Double- ilege of picking seed corn in his 


field at a fair price per bushel. It 
will cost less to do that than to 
buy seed corn—of doubtful worth— 
next spring. 


and a length of hose on the 
premises and with it a low 
raté of insurance. 

- You will be prepared to 
‘throw a solid, steady stream 
upon the flames. Moreover, 
you can use the pump to wash 
buggy, wagon and window, 
Ssprinkle the lawn and - for 
other chores. 

Let us show you one of 
— splendid Red Jacket 


PSs 
DOBIS & WINKLE 


23 if possible. Reports show that 
these héve met the trying condi- 
tions this year better. than other 
corns. 

Immediately after picking your 
sved corn, hang it upto cure in a 
place where every ear can get 
plenty of ventilation atid be wholly 
safe from being frosted 














Pick Minnesota 13 and Minnesota | 


Everybody,—the farmer, business 
man, school, or other professional 
man, and every kind of organization 
from farmers’ club to commercial 
club, or even the church, should 
make the matter of getting a suffi- 
cient supply of seed corn for next 
yéar a business through the remain- 
ing weeks of September. 





Farmers Are Increasing 
Stock and Improving 
Barns. 





Farmers in this vicinity are go- 
ing more into the dairy and live 
stock business every year. More 
stock is being raised; more and lar- 
ger barns are being built; more 
new and old barns are being equip- 
ped with stalis, stanchions, litter 
carriers and ventilating ‘ systems 
every year. Many customers are 
preparing to put in barn equipment 
this fall. 

if your barn isn’t equipped let us 
show you what we have to offer in 
stalls stanchions and manure car- 
riers. Weécan supply you with any 
make of equipment, but we prefer 
to sell you the James line, because 
we honestly believe it is the best 
for you to buy. 





Keep us in mind when you need 
bed springs or mattresses. The 
nice business that the people have 
favored us with since we added these 
items to our stock is the best proof 
that we have the goods’ that the 
people want and that our prices 
are right. 


Don’t Pay Fancy Prices 
for a Sewing Machine. 





When you buy a sewing machine 
buy a standard make machine, ev- 
en if you do not buy it of us—one 
that the factory and the dealer 
will stanc back of—but don’t pay 
too high a price for it. 

By.a high price we mean any 
price from forty-five toa hundred 
dollars. We have sold sewing 
machines for years @nd we- knqw 
what they cost. Thereis no sew- 
ing machine made that cannet be 
sold for $45. Some are made ta 


sell at from $16 upwards. If you 


pay over $45 yuu are paying tha 
agent an extra commission that 
does not make the machine one 
particle better. 

The White is one vf the four 
standard make standard make ma- 
chines of which we speak. We se- 
lected the White because we hon- 
estly believe it to be the best sew- 
ing machine made. 

There may be other machines: 
that are as lasting, but there is not 
another machine made that has ¢o- 
many handy, conveuient features 
as the White. 

The price on fhe White sewing 
machines are $30, $35, $40, and $45. 





The next time you need kerosene 
oil try a can cf our high grade oil. 
It doesn't smell; it gives a clearer 
light; no cleaning of lamp chim- 
neys for a week or ten days at a: 
— it costs ohly 17 cents per gal- 
on.’ 
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There aré a few burglars left. 
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happy old age. 
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No. 1—A tried and proved business builder 
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Don'ts. 


Don't carry large sums of iheney around with you. Hold- 
ups are not unheard of. Don't hide money in the house. 


Don’t be extravagant. Put 


your money in this bank, and add all you cah spare to it 
Don't fail to take this advice and you-will have am easy and 


Morrison Co. State Bank, 


Bowlus, Minnesota. 
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an angle of store paper development which should 
be of vital interest to every hardware man. In 
studying the reproduced page, note the manner in 
which sewing machines are featured in the reading 
article at top of fourth column. Here’s a chatty, 
confidential talk on a household necessity of im- 
portance. Its position as a reading article gives it 


together with the wealth of general interest matter 
which makes this store paper a welcome guest in 
the homes it enters. The most conclusive proof of 
its editorial efficiency lies in the fact that other 
local institutions advertise in it. Note the 2-col- 
a umn ad of the State Bank. No less than five ad- 
a vertisers were represented in this issue. Here is 
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floor from the downwerd redi 
ation of best, but acts as @ Girt 
pen phould apy of the fuel Cus 
integrate 


OUR PRICE OF THESE 
WONDERFUL HEATERS 
Our Mo 116 40-2, #060 
Our Mo. 118 ...+-,.->»- $20.0 


And they will be shown on 
ay ee 


iors Triple Effect Heaters soc 
Cast Iron Economy ™ &? srt "6 yatta ssd'titn 


THE RADIANT HOME RANGE 


Here ts the best little range the world has ever ecen. Don't take 
gar word, try it and be copvinted. It you don't say it’s the 
best renge for the mondy, bring it back et our expense. It is ca 
pecially designed to meet all requirementse—it’s « dendy good 
beker, it bas four purners, « broiler, an 18x18 oven with « cast 
iron bottom lined with asbestos, two extra skeleton lids. one anti- 


THE ~ banda ynonngy ets % pram BS $16.00 


(Without Broiler the price will be $1540.) 
- Also meny other etyles im Radiant Home Kenges 


so PALACE HARDWARE HOUSE:«.\'c::. 





























No. 8—Good ammunition to fire during cold weather 


a genuine personal appeal. For contrast, note the 
straightway ad at the bottom of page, left corner. 
Ads stand out as well in the store paper as in the 
newspaper. Another angle of store news is exempli- 
fied by the bargain opportunities listed with an 
introductory talk at the top of the page, left-hand 
side. Now, read the broad, general interest story 
of seed corn, one of many such articles that holds 
the attention of the reader and carries the store 
references as the news items carry the ads in the 
newspaper. This is the keynote of the editorial 
policy—making the paper more than simply a busi- 
ness bugle. , Read carefully the item headed, “Farm- 
ers Are Increasing Stock and Improving Barns.” 
This item is a big, broad way to present a bid for 
business. As this page is made up, so are the other 
three pages of this store paper. Local interest 
items on some of the other pages take the form of 
baseball schedules, grain and live stock reports, and 
other timely items. In no page, however, do Dobis 
& Winkler allow a preponderance of either store 
items or local interest matter: each page is bal- 
anced—a successful appeal has been worked out and 
maintained on every page. Dobis & Winkler, 
Bowlus, Minn., have this to say about the “Hard- 
ware Store News”: “We get very. excellent results 
from this form of advertising.” This, from the 
men on the firing line should be an inspiration to 
the hardware man seeking ways and means of boost- 
ing business. 


It Pictures the Scope of the Hardware Business 


No. 2. (Page ad.) Every hardware dealer will 
glance over this ad with a great deal of interest 
if for no other reason than the fact that it vividly 
illustrates the possibilities in hardware advertising 
and the present-day magnitude and diversified char- 
acter of hardware stocks. A careful study of the 
ad, however, will repay any hardware man. The 
ad is presented in true department store style. The 
reader in glancing over the ad obtains as definite 
an idea of Ashdown’s stocks as he would of the 
varied lines carried by the department store in look- 


Hardware Age 


ing over a regulation page department store ad. 
This ad is a lesson in space economy. Note how 
clearly and completely the articles are presented in 
the small panels. For example: the auto chain 
panel, the push drill panel, the safety razor panel 
and the aluminum paint panel. The ad also demon- 
strates the effectiveness of presenting a large num- 
ber of articles in individual appeals. This method 
automatically indexes the entire announcement, en- 
abling each reader to get to the portion which is of 
interest to him. The make-up of this ad can be 
easily duplicated in smaller sizes, preferably four 
and five-column widths. We suggest that you keep 
it in mind for such reduction and when you decide 
to use a page ad, you have a complete make-up all 
arranged for you. We also suggest reading the text 
here; it is brimming over with true selling appeal. 
This ad was sent us by Ashdown’s, Winnipeg, Can. 


Combination Stove Ad of Merit 


No. 3. (3 cols. x 9 in.) The Palace Hardware 
House, Erie, Pa., send us this ad, which is a first- 
rate selling argument for both heaters and ranges. 
Heaters are given the premier position and a de- 
tailed analysis of features is depended upon to 
clinch the buying decision. But note the snappy 
and aggressive manner in which construction is 
played up: there is no dry enumeration of specifica- 
tions. Description is fine and makes many an ad, 
but there is something better; description with 
reason-why arguments mixed in. The range is pre- 
sented in a breath; not much argument but a con- 
tinuous pull of persuasion. It ought to bring ’em 
in for a look at any rate. The ad’s display is most 
attractive. 


A Sales Suggestion 
No. 4. (2 cols. x 3 in.) The Evers Hardware 
Company of Denton, Tex., ran a series of these ads 


prior to Christmas. It’s a happy little selling sug- 
gestion that can be used any time during the year 





100 Suggestions for Christmas Giits, 


AUTO ACCESSORIES 





No. 22--HORNS No. 26-—-LAMPS 
No. 23—TOOLS No. 26—PUMPS 
No. 24-—TIRES No, 27—GLOVES 


Ideal gifts for every auto owner—Big fresh stock. 
Right Prices. Watch our windows every day now. 


EVERS HARDWARE CoO. 


No. 4—New and novel and a sales producer 





by changing the head to “100 Suggestions for 
Household Efficiency,” and then listing everything 
from wooden spoons to kitchen cabinets, or, chang- 
ing it to, “100 Suggestions for Automobile Com- 
fort,” and then running the gamut of automobile 
accessories. Of course, you don’t have to make it 
100 if you would rather make the number 25 or 50. 


THE TENTH ANNUAL DINNER of the salesmen of the 
National Enameling & Stamping Company was held at 
the Belvidere Hotel in Baltimore. William H. Matthai, 
secretary of the company, and manager of the Balti- 
more branch; George W. Knapp, director general of 
the National Enameling & Stamping Company, and 
A. S. King, manager of the Philadelphia branch, and 
others, gave interesting talks. 
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Trade Conditions and Iron, Steel and Hardware Prices 





The hardware trade continues to show gain 
in the volume of business, and the outlook for 
1916 is that the trade will be the heaviest for 
the year ever known. Hardware jobbing 
houses report they are having great trouble 
in getting prompt deliveries of goods from 
the mills, and in some cases this is interfer- 
ing materially with shipments by jobbers to 
the retail trade. If the open weather con- 
tinues and the embargo should be lifted this 





MARKET SUMMARY FOR THE BUSY READER 


would quickly release thousands of cars 


which are now held on side tracks waiting to 
be moved east and unloaded. Prices on 
hardware goods of all kinds are very strong 
and likely to be higher. 


The splendid outlook for the steel trade 
when the year 1916 started is fully main- 
tained, and the prospect for all the business 
the steel mills and smaller manufacturing 
plants can handle for at least the first six 
months of 1916 is fully assured. 











Office of HARDWARE AGE, 
Pittsburgh, Jan. 11, 1916. 


HE splendid outlook for the steel trade when the 

year 1916 started is fully maintained, and the pros- 
pect for all the business the steel mills and smaller man- 
ufacturing plants can handle for at least the first six 
months of 1916 is fully assured. In fact, a very large 
amount of iron and steel products of various kinds has 
been sold for delivery in third quarter of this year, and, 
in a few cases, through the entire year. A feature of 
most of the contracts now on the books of the mills is 
that they are not subject to cancellation, and the buyers 
will have to take out the material named in the con- 
tracts. Another pleasing feature is that prices in these 
contracts are the highest ever known in the history of 
the steel trade, and will insure the steel mills of very 
large profits. It is true that new orders booked in De- 
cember were probably not as heavy as in October and 
November, but this is due to the fact that consumers 
were well bought up, and, in addition, it is not custom- 
ary to place heavy orders in December of each year, buy- 
ers preferring to hold off until the turn of the year has 
come. 

Some idea of the increase in capacity for making 
open-hearth steel and other materials during 1916 is 
gained from the statement issued last week that plans 
were under way by independent steel companies and 
work has actually been started on seventy-three new 
open-hearth steel furnaces, which will have an annual 
capacity of 2,715,000 tons of steel ingots. The United 
States Steel Corporation alone has made appropriation 
for eighteen new open-hearth furnaces, including four 
very large ones for the duplexing steel process to be 
built at Gary, Ind. 

Figures printed last week show that the output of. pig 
iron in December made a further gain, the product for 
that month having been 3,202,322 tons as compared 
with 3,037,308 tons in November, an increase of about 
175,000 tons in the month. The United States is now 
making pig iron at the rate of about 39,000,000 tons per 
year, much the largest output ever reached. 

Prices on pig iron continue to advance, a sale of 3500 
tons of Bessemer iron having been made in Pittsburgh 
last week at $21, Valley, an increase of $1.50 a ton over 
the previous price. There was also a sale of 6000 tons 
of basic iron made to an Eastern steel company at $18, 
Valley furnace. There is no doubt but that all the pig 
iron and more that this country can produce will be 
needed this year, and there is likely to be a scarcity of 
Bessemer and basic iron, which is used in making steel. 

There have been advances during the past week of $2 
a ton on black and galvanized steel pipe, $4 on steel and 
iron boiler tubes and $1 to $2 a ton on oil-country goods. 

The hardware trade continues to show gains in the 
volume of business, and the outlook for 1916 is that the 
trade will be the heaviest for the year ever known. 
Hardware jobbing houses report they are having great 
trouble in getting prompt deliveries of goods from the 
mills, and in some cases this is interfering materially 
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with shipments by jobbers to the retail trade. However, 
if the open weather continues and the embargo should 
be lifted, which is likely to happen any day, this would 
quickly release thousands of cars that are now held on 
side tracks waiting to be moved East and unloaded. 
Prices on hardware goods of all kinds are very strong 
and likely to be higher. 

Wire Nai_s.—The five or six successive advances in 
prices of wire nails have not restricted the new demand 
in the slightest, but, on the other hand, it seems heav- 
ler than at any time since the prosperity in the steel 
trade started. Local makers of wire nails report they 
are sold up for three to four months ahead and are 
practically out of the market. There is still an insist- 
ent export demand for wire nails, but not much of this 
business is coming to local mills, as they are sold up so 
far ahead they cannot make the deliveries wanted. In 
some cases premiums in prices of wire nails are still be- 
ing paid for prompt shipment. 





’ We quote on new orders, wire nails in large lots to jobbers, 
$2.10 base; in carload lots to retailers, $2.15 base: less than 
carload lots, $2.20 to $2.25; galvanized nails, 1 in. and longer, 
$2.00 extra; shorter than 1 in., $2.50 extra. 


CuT NAILs.—Mills report the new demand active, 
and the output of cut nails is being shipped as fast as 
made. The continued scarcity of steel slabs, together 
with the heavy demand, will no doubt result in higher 
prices on cut nails in the near future, and jobbers 
and the retail trade are buying actively in the expecta- 
tion that higher prices will rule before long. 

We quote cut nails, $2.00 to $2.05 per keg in carloads and 
larger lots to jobbers; carloads to retailers, $2.05 to $2.10 
f.o.b. Pittsburgh, terms sixty days or 2 per cent off for cash in 
ten days, freight added to point of delivery. 

Bars Wire.—Conditions in this trade are the same 
as reported for some weeks past. Local makers of 
barb wire are sold up for four or five months and are 
back in deliveries to a large extent. Heavy inquiries 
from France and England are in this market for barb 
wire, but local mills cannot do much with these as they 
are sold up so far ahead. Premiums of $5 to $10 a 
ton have been offered here to have jobbers surrender 
their contracts to agents representing the Allies, who 
are in this country trying to buy barb wire for prompt 
shipment. It is said the American Steel & Wire Com- 
pany made and shipped over 200,000 tons of wire prod- 
ucts in December, the highest month’s business in the 
history of the company. Prices are very strong and 
likely to be higher in the near future. 

Plain annealed wire is $1.95: galvanized barb wire and 
fence staples, $2.95; painted barb wire, $2.25: all f.0.b. Pitts- 
burgh, with freight added to point of delivery, terms thirty 
days net, less 2 per cent off for cash in ten days. Prices on 
woven wire fencing are 67% per cent off in carload lots, 66% 
per cent on 1000-rod lots, and 65% per cent on small lots, 
f.o.b. Pittsburgh. 

FENCE WIRE.—Conditions in the fence wire trade are 
largely the same as in barb wire. The demand is very 
heavy, beyond the capacity of the mills to furnish 
promptly, and they are all back in deliveries three to 
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four weeks or longer. Premiums are often paid for 
fence wire for prompt shipment. 


Prices are as follows: Annealed fence wire in carload lots 
$1.95 base; galvanized, $2.65, with the usual advances charged 
to jobbers for small lots from store. 

WRouGHT PiPe.—Last week the National Tube Com- 
pany and other mills advanced prices on black and gal- 
vanized steel pipe $2 a ton, and makers of iron pipe 
advanced prices $4 a ton. Iron and steel boiler tubes 
were also advanced. The demand for pipe and also for 
boiler tubes is enormously heavy. The following are 
jobbers’ carload discounts on the Pittsburgh basing 
card on black and galvanized iron and steel pipe, from 
Jan. 4, 1916, all full weight: 








Butt Weld 

Steel ' n 

Inches Black Galv. Inches Black Galv. 
» %& and %&.... 70 45 a Shbwsce vs 61 
I 74 58 SRST Pe 35 
8 eters 77 A 65 45 
OSS” spied 65 50 
Lap Weld 
SE eee Mee eee 74 59 ek, phe ded .o oe 34 
Sf 2 aa 76 61 RR ee 63 45 
eS ws ib’ 74  . SF pee erry 64 47 
Be OE BGe cc cress 60% .. 2 Se 66 50 
Mibadnesost ee 8 > > =e 50 
¢ > See 4 48 
Reamed and Drifted 

1 to 3, butt..... 75 60 1 to 1%, butt.... 66 48 
) yaaa 2 57 er bes bie ss 66 4% 
2% to 6, lap..... 74 59 OE 50 32 
UN se at 61 43 
ee Se 62 45 
2% to 4, lap.... 64 48 

Butt Weld, extra strong, plain ends 
»%& and %.... 66 49 = Serer 58 41 
iE Or 71 58 le a ee 5 49 
3 “aS yaar 75 62 a & 8) ae 67 51 
2 Si eee 76 63 2 | Se 68 52 

Lap Weld, extra strong, plain ends 
Are 72 57 Nad ts ee die a ou 62 46 
rth a Migcicives 74 59 err 4 47 
a fae 73 58 2 S&P eee 66 50 
2 % ore 67 50 4 4 See 65 49 
Pa Bile et sev 0-03 62 45 FR Pe & 42 
ae 2 eee 53 37 

Butt Weld, double extra strong, plain ends 
in Sei a te ble 61 48 aa ia es & > ik OT 38 
Ce 66-0 4s 64 51 i es ay Sa 56 41 
2 Serer 66 53 gg SRR 58 43 
Lap Weld, double extra strong, plain ends 

iti hete iene ROM 62 49 TE iemiehe hee > bad 54 38 
2 Se Se 64 51 | 2 FF a eae 56 43 
4 2 ey 63 50 | 4 gg eiarie: 55 42 
T Ot Wescéncdons 57 40 & 2 2 Srey 48 31 


To the large jobbing trade an additional 5 per cent 1- 
lowed over the above discounts. " — 


The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


SHEETS.—Mills report the new demand for black, 
galvanized and blue annealed sheets as very heavy, and 
they are running to practically 100 per cent of ca- 
pacity with orders ahead for two or three months. 


Very serious labor troubles have developed in the 


Youngstown, Ohio, district, and large sheet mills of 
the Youngstown Sheet & Tube Company at that place 
have been closed down until the trouble is settled. The 
men have been offered an advance in wages, which they 
have not yet accepted, and they are on strike. The 
American Sheet & Tin Plate Company has advanced its 
price on blue annealed sheets to 2.40c. minimum. 
Makers’ prices for mill shipment on sheets, of U. S. 
standard gage, in carload and larger lots, on which 


jobbers charge the usual advance for small lots from ° 


store, are as follows, f.o.b., Pittsburgh, terms thirty 
days net, or 2 per cent cash discount in ten days from 
date of invoice: 

Blue Annealed Sheets 


Cents per Ib. 
8 rs 2.35 fo 2.45 
ee eh ort alk 2.40 to 2.50 
SES EE o's: “end 6k } Be ace tre lke b's wks 2.45 to 2.55 
ee MD as ie» pi bbs Here bbb cee 2.50 to 2.60 
Sn” sO os on a, i oa bb whlch haw 2.60 to 2.70 

Box Annealed Sheets, Cold Rolled 

Cents . 
sam 30 SS Pro ae ee ney ee ae Be ‘¢ : pen 
oy Oeste gahhouanageanedorabercas . 
I SU i ht ek ales ba so die hee o 2.35 
Nos. Dt chan hs ied be eV ned bAsb ee Keb ee ccd 2.40 
ee PE Us a'd <6 be BECN UUs bh ob ob bebe bt cece k 2.45 
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ne I ee es ae ok wn Ses 2.50 
a i ed se ale 2.55 
ar Le wher ie ke bbe oS Ee EOD CA ho eETO 2.60 
Tk Hh aN ak i ea ee 2.65 
eR ee i meen... eae 2.75 
Galvanized Sheets of Black Sheet Gage 

Cents per lb. 

I oN led a ate yw ee 3.75 
a a ro ea Rg Ce Sa 3.85 

Ng a ee a ices wae oats 3.85 
ERA AE VY pea eet re 3.95 
he ola i ale a ata e ie 4.10 
i a ee i ae ee 4.30 
Ie a ae 4.45 
IY ate A rad Sete eo es ala wk ae oe ewe 4.60 
RRR gE EA aie rec aa ey a a ee pe 4.75 
a Tt de cine oh aCe 4.90 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gages, cents per lb 


Painting: 29 25 to 28 19 to 24 12to18 
Pern? CF Ge. . og kon ee pare 0.15 0.10 0.05 
=e er 0.25 0.15 0.10 

Forming: 


, 2%, 3 and 5 in. corru- . 
2, V-crimped without sticks 0. 
to 1% in. corrugated.... 0 
, V-crimped without sticks 0 
Pressed, standard seam, 
ee Ge. ose owbsowrs 0. 
Plain roll roofing, with or 
without cleats .......... 0.15 0.1 
yg SOX ree 0.20 . 0.2 
Weatherboard siding ......... +2 
0.2 


0.05 


~~ ee OoS 
esse 
ee OS 
SOM 


CIOS or 


i on crept ebecve> 090 
Rock face brick and stone 
tn -n-sterindinans ee cone 
Roll and cap roofing with 
on SC. 66 pep eoes 0.25 0.25 
Roofing valley, 12 in. and 
CS i See te es Se gig 0.25 0.25 pared 
Ridge roll and flashing 
(plain or corrugated).... .... 0.65 0.65 0.65 


2 osss 
~wS nwdds}- 


or 


IRON AND STEEL Bars.—The new demand for both 
iron and steel bars is enormously heavy and the mills 
are back in deliveries 10 to 12 weeks, on some sizes. 
Last week leading steel bar makers advanced the mini- 
mum price to 1.85c. for delivery at convenience of the 
mill, which would mean four or five months from date 
of order. On steel bars for delivery in three to four 
weeks prices range from 2c. up to 2.25c., and from ware- 
house for prompt shipment 2.40c. to 2.50c. Prices on 
refined iron bars are also high, and we quote refined 
iron bars at 2c. to 2.05c., and railroad test bars 2.10c. 
to 2.15c., f.o.b., maker’s mill. 


BoILER TuBES.—Discounts on less than carloads, 
f.o.b., Pittsburgh, freight to destination added, on lap- 
welded steel tubes and standard charcoal-iron tubes, ef- 
fective from Jan. 7, 1916, are as follows: 


Standard Charcoal Iron 
in. 40t 


aes ah £66 wb ie 45 1 EP ieee ge o 41 
1 ff 2 a 57 | 1 , are 44 to 45 
Dt Ae te veoseaeen se 54 2 @ EM. coer esses eesece 41 to 42 
2% and 2% Mivteebecdss 60 | 2% and 2% in....... 48 to 

3 and ls oo >t 2 ee OE Mog decsos 52 to 53 
SS 2 8 are 66 | 3% to 4% in........ 54 to 55 
a Se Se Be 2 fo are? 48 to 49 
EE ree oe 56 


Locomotive and steamship special charcoal grades bring 
higher prices, 

1% in., over 18 ft., 10 per cent net extra. 

2 in. and larger, over 22 ft., 10 per cent net extra. 

TIN PLATE.—Last week the American Sheet & Tin 
Plate Company followed the independent makers in 
advancing the price of coke plate to $3.75 per base 
box, and this is the absolute minimum of the market. 
On inquiries now coming in, $4 and as high as $4.25 
is being quoted for 14 x 20 coke plates. The tin plate 
mills are running close to 100 per cent of capacity and 
have actual orders on their books that will take their 
entire output over the next three to four months. The 
American Sheet & Tin Plate Company recently sold 
115,000 boxes of bright plate to a leading oil interest 
to be used in making oil cans. The scarcity in supply 
of tin bars is interfering seriously with the output of 
tin plate, and very often tin plate mills have to shut 
down for a day or two, waiting for bars to arrive. We 
now quote 14 x 20 coke tin plates at $3.75 minimum on 
contracts, and $4 to $4.25 on orders for fairly prompt 
shipment. We quote 200-lb. base common ternes, 8-lb. 
coating, at $6.90 to $7 per box. 


NuTs AND BOoLTs.—Unofficial reports are that there 
has been another advance of about 10 per cent in prices 
of nuts and bolts, but the new discounts have not yet 
been issued. Makers of nuts and bolts report they are 
sold up for four or five months, and cannot get out 
goods fast enough to meet the demands of the trade. 
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January 13, 1916 


Prices in effect at this writing, but which are likely to 
be about 10 per cent higher before this report reaches 
our readers, are as follows: 


Carriage bolts, small, rolled thread, 70 & 12% per cent 
off ; small, cut thread, 70 & 5; large, 65. on bolts with 
h. p. nuts, small, rolled thread, 70 & 10 & 7%; small, cut 
thread, 70 & 12%: large, 65 & 10. Machine bolts with c. p. c. 
& t. nuts, small, 70; large, 60 & 10. Bolt ends, with h. p. 





Office of HARDWARE AGE, 
New York, Jan. 10, 1916. 


KEEN salesman of ripe experience, representing an 

old and leading manufacturing establishment, 

describing a recent trip among the larger houses in the 

Middle West, says he never knew such good trade, not 

only in his own line, but quite generally in hardware 
and related goods. 

Twelve months ago he and others of his immediate 
associates were discouraged and pessimistic. Now job- 
bers are taking deliveries of goods ahead of time com- 
pared with their usual custom, to be surer of supplies 
that are becoming harder to get as well as increasing 
in price. This house has been taking exceptionally 
large orders during the last quarter, particularly in 
the Middle West, Missouri River territory and North- 
west. 

Some of the eastern houses which have not specialized 
in export trade are getting very frequent demands per- 
taining to goods for export to Europe, South America 
and elsewhere. While this is common enough with 
many producers, it is more significant in this instance 
because the concerns in question have not cultivated ex- 
port trade. This shows that the volume of foreign 
business is reaching into new sources of supply. All of 
this is in the right direction, but American manufactur- 
ers must not be deluded by present large orders for 
foreign consumption and think that they will always 
continue; rather business should be conducted with a 
view to keeping as much of what has been acquired 
under abnormal conditions as possible and cultivating 
new trade vigorously against a time when the war ends. 

There is hesitancy on the part of most manufacturers 
as to making contracts to supply goods owing to the 
continued increase in cost both for labor and material, 
and the growing uncertainty as to getting sufficient 
raw stock aside from cost of production. 

With many it is a question of getting adequate ma- 
terial with which to execute orders. For a long time 
manufacturers.of some kinds of cutlery have run light 
on orders, but one company during the last quarter 
turned down a total of $100,000 worth of orders for 
goods of this character from belligerents at very profit- 
able prices in order to keep its regular domestic trade 
going, realizing that the war is bound to end some time 
and appreciating the value of keeping their domestic 
trade well supplied. 


WirE NAILs.—A representative merchant dealing in 
nails says that if he could have had all the wire nails 
wanted, long ordered, he would have had the heaviest 
business in December during the past 18 months, adding 
that the prospects are that January, ordinarily a dull 
month, will be better still. In this particular case the 
largest nail makers are over a month behind in execut- 
ing the orders of this firm, and the best possible is being 
done at that. 

To illustrate the pressure on factory shipments, we 
know of a merchant who on receipt of a shipment of 
nails objected to the battered condition of the kegs, 
some of which had to be re-coopered before reshipment. 
Investigation showed that the nails were made in 1912, 
and while the goods were bright, the packages were in 
poor condition. The significance of this is that reserve 
stocks at sources of supply are being actively drawn on 
and bottom tiers reached in an endeavor to satisfy 
demand. 

Wire nails in store are $2.50 and carted by jobber $2.55 per 
keg base. 

Cut Naits.—Trade is good in cut nails also, but de- 
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nuts, 65 & 10; with c. p. nuts, 60 & 10. screws (cone or 
gimlet point), 75. Rough stud bolts, 60. orged set screws 
and tap bolts, 40. Hot pressed square —_ tapped or blank, 
$4.50 off list; hexagon, $4.70 off. C. c. & t. square nuts, 
tapped or blank, $4.00 off: hexagon, Bo. 35 off. p. plain 
square nuts, tapped or blank, $4.00 off; hexagon, "$4.20 off. 
Semi-finished hexagon nuts, 80 per cent off. Finished and 
case-hardened nuts, 75 & 10. Rivets, 7/16 in. diameter and 
smaller, 70 & 10. These prices are delivered in lots of 300 
lb. or % where the actual freight rate does not exceed 20c. 
per 100 1 





liveries are slow because of difficulties in getting cars 
over transportation lines even from nearby eastern 
Pennsylvania mills. This is particularly irritating in 
connection with export shipments, as the railroad com- 
panies will not forward cars until assured that a ship is 
ready to take them aboard. Likewise, for domestic 
consumption they will not route cars to other terminals 
or piers than their own, although in normal times floats 
constantly ferry cars to points most convenient to con- 
signees along river fronts. 


Cut nails, in store, are $2.50 and delivered within carting 
limits by jobbers, $2.55 base per keg. 

CopPperR.—The market is decidedly stiffer and large in- 
terests have never had so much business before. They 
say they are doing all they can, endeavoring to take care 
of regular trade on regular goods, the specialties for 
the most part being crowded out from sheer inability 
to handle such orders. Some of them say they are up 
to limit and can do no more. No prices for publication 
are being quoted for brass materials. 

“on Jan. 6 copper sheets were advanced to 30c. base per 
Ib. from 29c. made on Jan. 3. Bare copper wire, for electrical 
purposes, carloads, mill shipments, on Jan. 6 became 25 tc. 
base per lb. from 24c. on Jan. 3. 

LINSEED O1L.—There are higher costs in the produc- 
tion of linseed oil, one of which is not only the increas- 
ing difficulty of getting flaxseed from Argentina, which 
Eastern crushers are using freely, but because also of 
the scarcity of ships and the mounting freight rates. 
The short crop of seed in the United States Northwest 
and Canada is being compensated for by supplies from 
Argentina when they can be obtained. Calcutta seed 
is also much higher. Another very important factor is 
disposal of the by-product oil cake, which is and long 
has been seriously affected by the war. Europe nor- 
mally takes a considerable portion of this, but much of 
that trade is curtailed or stopped entirely now. When 
less is obtained for oil cake more must be charged for 
oil. 

Linseed -, raw, city brands, has advanced to bee for 5 or 
more bbl. and to 7lic. per gal. in less than 5 bbl. 

State and Western oil is 68c. per gal. in any pa There 
is just a possibility of shading the price lc. per gal. for round 
lots of several cars or so. 

Rope.—Manufacturers are getting orders now from 
the larger trade at prices quoted on higher levels, that 
four or five weeks ago it was believed would not obtain 
the business. There are instances where the volume of 
orders in manufacturers’ hands booked for general 
goods covering deliveries up to April 1 and even beyond, 
are greater than ever before in their business history. 
The comment is that although now there should be an 
accumulation of stock during what is ordinarily the dull 
period, it is impossible to pile up much if any reserve 
owing both to large orders and lighter stocks of fiber. 

There is difficulty in getting Mexican sisal and istle, 
both as to price and because of shipping facilities. 
Manila hemp is also harder to secure owing to light 
available ship tonnage, while freight rates are like- 
wise very high. One vessel loaded with Manila hemp 
bound for New York via Suez was reported torpedoed 
in the Mediterranean recently, which doesn’t help the 
situation any. 

Rope prices for average trade in this territory from jobbers 
have not yet been advanced, first grade Manila being based on 
14c. and first grade sisal 10c. base per Ib., but there is no 
certainty when the market may change. 

Winpow GLAss.—There was a stronger demand for 
window glass in December than was looked for. Prices 
at the end of the month were withdrawn quite gener- 
ally by most manufacturers following the example set 
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previously by a leading company. New prices issued 
show advances beyond figures which prevailed when 
the schedules were cancelled. Stocks in possession of 
manufacturers are reported as being much below nor- 
mal and substantial advances will doubtless have to be 
paid, as the prospects are for an increasing demand. 
Window glass in the hands of distributing merchants, 
wholesale and retail, likewise are not large. 


NAVAL StTorRES.—There is but little business doing in 
this territory for naval stores. Buyers are specifying 
with considerable reserve because of the higher prices 
current, and there is the customary dullness for this 
period of the year. The primary markets are quite 
firm on lighter receipts and the support of « perators. 
Foreign shipments are smaller because of ocean trans- 
portation difficulties, as well as high freight rates. 

Turpentine is quoted at 58% to — per gal. with light 
demand from manufacturers and jobbe 

Rosins are on about the same level “with some irregularity 
and pasis of on actual orders. Common to good strained, on 
the basis 280 lb. per bbl., is quoted at $5.95 and D grade 
$6 per b 

Cor’s WRENCHES.—The Coes Wrench Company, 
Worcester, Mass., recently advanced prices on its line 
of screw wrenches owing to higher producing costs. 


CH 


Office of HARDWARE AGE, 
Chicago, Jan. 10, 1916. 


HICAGO conditions are strongly reflected in the 
great increase in building activity during the past 
year. Permits were issued for the erection of 10,340 
buildings during 1915 at an aggregate cost of $97,- 
301,000 as against 9945 buildings and $83,261,000 costs 
for 1914. The strength of the market for the past 
week indicates that the foreign demand is still heavy 
and that in spite of its being inventory time, domestic 
buying has not slackened to any appreciable degree. 
The greatness of the prospects and the heavy demand 
for all lines of metal have kept prices at a high level, a 
condition which indicates industrial prosperity and a 
broadening of business activities. The market in gen- 
eral mercantile lines has started the new year strongly. 
The city is filled with out-of-town merchants, buying 
goods for spring and summer, and wholesalers report 
many mail orders calling for immediate shipment. 
Copper has reached the 24%c. price in New York 
and the view is freely expressed that it will reach a 
30c. price in the near future. It is also predicted that 
the demand will continue long after the war ceases, as 
everything in Europe that had copper on it has been 
stripped. England has recently purchased $134,000,000 





worth of electrolytic and further orders are expected. 


Lead has advanced 5%c. in New York and there are 
indications of further advances. Rubber is constantly 
going up in price and the effect is beginning to be felt 
in all lines where crude rubber is used. Gasoline prices 


. continue to soar and it is freely predicted that the 


price will reach 40c. per gallon. 

The industrial situation may be safely summed up in 
the statement that all metal working. factories are run- 
ning to capacity with no indication of a let-up. The 
demand for raw material is so great that the ques- 
tion of shipping iron ore from the Lake Superior dis- 
tricts by rail is seriously considered. Prior to this 
time all ore has been shipped from the lake ports by 
boat. 

The domestic trade in steel is exceptionally good, and 
it is reported that Japanese and South American buy- 
ers are out with demands for steel and iron products. 
One great nation is said to be in the market for 500,- 
000 tons of steel shell blooms and shrapnel bars. China 
has placed inquiries for 15,000 tons of structural iron. 

American railroads are buying heavily in rails, or- 
ders for 248,000 tons having been placed in December. 
Many roads are also in the market for cars and bridge 
material. The American Steel & Wire Company is 
said to have shipped 200,000 tons of its products in the 
last month, with only about 15,000 tons for export. 
The U. S. Steel Corporation has given to 17,000 em- 


CAGO 
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Heretofore there has been one discount up to 12-in. and 
other discounts for the larger sizes. Now there is a 
uniform discount on all lengths. The out of store price 
from New York representatives is 50 per cent from list, 
and the new prices will probably be on about that level 
to retailers from jobbers. 

To jobbers actual freight is allowed on all shipping 
quantities up to 50c. per 100 Ib.; on less than shipping 
weights no freight allowed. Terms, as usual, 30 days 
net, or 2 per cent in 10 days from date of invoice; price 
subject to change without notice. 


WINDOW AND Door SCREENS.—The Continental Com- 
pany, Detroit, Mich., announces a general advance of 
approximately 5 per cent on all classes of screen goods, 
including door and window screens. The company has 
arranged to mail definite net prices Jan. 13. No un- 
specified orders or blanket contracts will be accepted; 
only definite specifications with definite shipping dates. 
Notice is given that all previous prices on screen goods 
have been withdrawn, but the company will accept on 
the basis of prices quoted Nov. 5 all definite specifi- 
cations for shipment prior to May 1, which are mailed 
on or before Jan. 13. All specifications mailed after 
Jan. 13 will take new prices. 





ployees in the vicinity of Chicago a 10 per cent in- 
crease in salary, and the American Sheet and Tin 
Plate Company is planning to take on an addi- 
tional force of 1100 men in the near future. New 
tin mills are to be built by the company at an expense 
of $4,000,000. This would seem to indicate a faith in 
continued prosperity and a continuation of high prices 
in metal lines. 

Trade in retail lines is exceptionally good for the 
time of year. Collections are fair and merchants in 
all lines are optimistic. Linseed oil has taken another 
raise of 2c. per gallon due to the increased prices in 
flaxseed, which has to some extent stimulated oil buy- 
ing. Like increases are to be expected in paint lines. 

WIRE CLOTH.—The demand for wire cloth is lighter, 
owing to the fact that merchants are busy with their 
inventories, but prices remain the same. The same con- 
ditions of shortage in raw material prevail and there 
is no indication of a drop. In fact, further increases 
are to be expected. 

Prices are quoted retailers as follows: Twelve mesh black 
wire cloth, $1.35 per hundred sq, ft.; 14 mesh, $1.95; 12 mesh 
galvanized wire cloth $1.95 per hundred sq. ft.; 14 mesh, 
$2.30; 14 mesh bronze wire cloth $6.50 per hundred sq. ft. 

WIRE NAILS.—There is little if any change in the 
condition of the wire nail market. The demand re- 
mains unchanged, raw material is scarce and labor is 
disquieting. Orders are only booked for delivery at 
some future period. 

We quote wire nails: $2.10 per keg in car lots to jobbers 
f.o.b. Pittsburgh. Smaller lots 5c. higher. To retailers $2.15 
in car lots f.o.b. Pittsburgh. Smaller lots 5c. higher. With 
a freight rate of 18.9c., Pittsburgh to Chicago, price in Chi- 
cago is practically $2.29 per keg base to jobbers and $2.34 
to retailers in car lots. 

BARB WIRE AND STAPLES.—The demand for barb wire 
and staples is still strong and the manufacturers face 
the same problems in regard to raw material and labor 
as the makers of wire nails. There is indication of 
further advances in this line. 

We quote painted barb wire: At $2.25 per cwt, in car lots 
to jobbers f.o.b. Pittsburgh, and $2.30 to retailers; 5c. ad- 
ditional charge on small lots. Galvanized barb wire at $2.95 
in car lots to jobbers and $3.00 to retailers f.o.b. Pittsburgh. 
No. 9 plain annealed wire $1.95 car lots to jobbers; $2.00 car 
lots to retailers. Polished fence staples are quoted $2.25 per 
hundred and galvanized at $2.95 in car lots to jobbers; $2.30 
and $3.00 to retailers. 

LINSEED OIL.—Linseed oil continues to advance due to 
increased prices of flaxseed. This has to some extent 
stimulated the buying of oil, which is moving more 
freely than at any time in the past year. 


We quote f.o.b. Chicago, strictly pure, old process linseed 
oil, carloads raw, 68c.; carloads boiled, 69c. Five or more 
bbi., raw, 70c.; five or more bbl. boiled, 7lc. Less than five 
bbl. raw, 72c; less than five bbl. boiled, 73c. 
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“The Universal Way,” by the McAuslan & Wakelin Com pany, Holyoke, Mass. 


national magnitude, Landers, Frary & Clark 

of New Britain, Conn., have issued during the 
past year an exceptionally strong lot of display and 
local advertising material to their dealers. 

A splendid drive was made on Universal food 
choppers during the month of October, when special 
window trims were given to merchants who were in 
the mood to make active use of them. It is safe to 
say that never before in a single month in the his- 
tory of American hardware and housewares have so 
many splendid food chopper window displays been 
produced. 

Three of these displays from widely separated 
States have come to my desk. Massachusetts, Texas 
and Indiana are thought by many people to have 
little besides the stars and stripes in common. 
Massachusetts with its wealth of factories, and its 
miles of stone fences, is the typical New England 
State. Its people have pedigrees that reach right 
back to Plymouth Rock, anda whole lot of its hard- 
ware stores have been doing business in the same 
place for fifty years or more. After visiting a num- 
ber of them a westerner once remarked that falling 
heir to a New England hardware store was some- 
thing like inheriting a slice of the Catacombs. The 
longer he sized up the New Englander, however, the 
more profound became his respect for the new gen- 
eration of Pilgrims. He saw new ideas spring from 
old blood, and came to the conclusion that the 
thoroughness of the New England hardware train- 
ing was right to the point. The McAuslan & Wake- 
lin Company of Holyoke, Mass., sent us one of the 
trims used in this story. 

Indiana was the first lap beyond Pittsburgh when 
the American pioneers began pouring westward. 
To-day it’s one of the greatest agricultural States in 


i connection with an advertising campaign of 
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the Union, and naturally a commonwealth brimful 
of progressive hardware stores. History tells us 
that New Englanders who moved to Indiana in the 
early days, stopped talking through their noses and 
began to talk through their teeth. It is more than 
the proverbial land of milk and honey. It is the 
home of corn and hayseed, but it is a hardware 
State that produces firms like the Vonnegut Hard- 
ware Company of Indianapolis, and it sent me an- 
other chopper display. 

It takes eight cylinder seven-league boots and 
several days to travel from Indiana to Texas, and 
when you get to the eastern border of the Lone 
Star State you go straight west, as far as it is from 
Boston to Chicago, before you strike the Arizona 
line. Texas is a whopper, and its hardware stores 
are new, bright and interesting. A. H. Ross and 
Sons of Gainesville, Tex., sent the third display 
that started the United States grinding left overs 
into palatable food and me grinding out this story. 

A short analysis of these displays is worth the 
attention of every hardware man whose food-chop- 
per business has not doubled in the last five years. 
Now I realize what a snap it is to say: Double your 
business.” It’s so much easier to think or say than 
it is to do, but I know a lot of fellows who have 
just done that very thing, and they were just ordi- 
nary chaps without a bit more gray matter than 
you or I possess. They just realized that food 
choppers are such money makers that every food 
factory in every home should be equipped with one. 
Then they read ads and evidently believed the 
manufacturers when they stated that they were 
ready to furnish newspaper copy and cuts for the 
local paper and window trim material for the dealer. 
They not only read and believed but they acted, and 
when the material came along they used it and 
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Reducing the cost of living, by A. H. Ross & Son, Gainesville, Tex. 


boosted a very seasonable article in the month when their “Universal way of reducing the high cost of 
it was meant to sell. These fellows became con-_ living” is about as live a sign as ever hung in a 
vinced that their own medicine was good to take hardware window. The other signs in this window 
and right there they ceased to be quack doctors. are right to the point, and the choppers are dis- 

Our Massachusetts friends believe in signs and played so convincingly that you just can’t help 
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“Indiana Thrift” by the Vonnegut Hardware Company, Indianapolis, Ind. 
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actually voting for hash. The choppers are priced 
in plain figures, and the background is as rich as 
the sides are neutral. 

The people of Indiana were thrifty long before 
Bryan ran the first time, but that is delving into 
ancient history. The Vonnegut concern advises 
thrift to-day, and recommends a Universal food 
chopper as the means by which it can be practised. 
Its display is just a big, broad, dignified statement 
of the truth. The manufacturer’s window-trim ma- 
terial has been effectively used, and the display ap- 
pealed to the Hoosiers from the time the curtain 
went up until the last act. 

C. W. Pulte designed and decorated the Texas 
window, and A. H. Ross & Son are to be congratu- 
lated on the work. It is a big, wholesome, clean-cut 
display. It just makes you feel that this is indeed 
Universal. It is one of those simple displays where 
the color contrasts are such that the goods just 
seem to reach right out and through the glass to 
stop people. It put Gainesville on the map as a 
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food-chopper town, and woke that end of Texas up 
to the fact that even the biggest State in the Union 
can’t afford to waste foodstuffs. 

I know that food choppers sell the year around. 
I know you sell them every week in the year, but 
you will agree with me that choppers have their 
big selling season, and that the time to push them 
is during the colder months. Hundreds upon hun- 
dreds of hardware stores joined Landers, Frary & 
Clark in their big October campaign, and in every 
town where dealers coupled up to this live selling 
plan they came out with a good taste in their 
mouths. If you haven’t featured food choppers in 
your window this winter just take the best ideas 
out of these three trims and couple them up to your 
own ideas for business right now. Mince meat, 
hash, slaw and Hamburger steak are still on the 
family bill of fare. If inventory shows your stock 
to be a little long, loosen up your selling energy and 
clean it up before the baseball season makes impera- 
tive demands on your window space. 





Coming Hardware Conventions 


WESTERN RETAIL IMPLEMENT, VEHICLE & HARD- 
WARE ASSOCIATION CONVENTION, Kansas City, Mo., 
Jan. 11, 12, 13, 1916. The meetings will be held at 
the Century Theater and the convention headquar- 
ters will be at the Coates House. H. J. Hodge, sec- 
retary, Abilene, Kan. 

COLORADO RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Denver, Col., Jan. 18, 19, 20, 1916. J. H. 
Jenkins, secretary, Pueblo, Col. 

PACIFIC NORTHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Spokane, Wash., Jan. 19, 
20, 21, 1916. E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, Jan. 25, 26, 27, 28, 1916. 
M. L. Corey, secretary, Argos, Ind. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Houston, Jan. 25, 26, 27, 1916. Henry Marti, 
secretary, Dallas, Tex. 

WEST VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Clarksburg, Jan. 25, 26, 27, 1916. 
J. H. Morgan, secretary, Morgantown, W. Va. 

OREGON RETAIL HARDWARE AND IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Portland, Jan. 
25, 26, 27, 28, 1916. Headquarters, Imperial Hotel. 
H. J. Altnow, secretary, Milwaukie, Ore. 

SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Sioux Falls, Feb. 1, 
2, 3, 4, 1916. E. C. Warren, secretary, Mitchell, 
S. D. : 

WISCONSIN RETAIL HARDWARE ASSOCIATION 
CONVENTION, Milwaukee, Feb. 2, 3, 4, 1916. P. J. 
Jacobs, secretary, Stevens Point, Wis. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBIT, Chicago, Feb. 8, 9, 10, 11, 
1916. Leon D. Nish, secretary, Elgin, IIl. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXPOSITION, Lincoln, Feb. 8, 9, 10, 
11, 1916. Headquarters, Lindsee Hotel, Nathan 
Roberts, secretary, Lincoln, Neb. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION CONVENTION, Pittsburgh, Pa., 
Feb. 8, 9, 10, 11, 1916. Headquarters, William Penn 
Hotel. Exhibition floor will be at the Motor Square 
Garden, Baum Boulevard and Beatty Street. W. P. 
Lewis, secretary, Huntington, Pa. 

KENTUCKY RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBIT, Louisville, Feb. 15, 16, 17, 


1916. Headquarters, Louisville Hotel. J. M. Stone, 
secretary, Sturgis, Ky. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Grand Rapids, Feb. 15, 16, 17, 18, 1916. 
A. J. Scott, secretary, Marine City, Mich. 


MISSOURI RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Louis, Feb. 15, 16, 17, 18, 1916. 
F. X. Becherer, secretary, 5136 North Broadway, 
St. Louis, Mo. 

NEW YORK RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Buffalo, Feb. 15, 16, 17, 18, 1916. John 
B. Foley, secretary, Syracuse, N. Y. 


NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Grand Forks, Feb. 
16, 17, 18, 1916. C. N. Barnes, secretary, Grand 
Forks, N. D. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Feb. 22, 23, 24, 25, 1916. H. O. 
Roberts, seeretary, Minneapolis, Minn. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 22, 23, 24, 25, 1916. Head- 
quarters at Hollenden Hotel, exhibit in Central 
Armory. James B. Carson, secretary, Dayton, Ohio. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Little Rock, May 9, 10, 11, 1916. Grover 
T. Owens, secretary, Little Rock, Ark. 

CONNECTICUT RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hartford, Feb. 23, 24, 1916. Head- 
quarters, Hotel Bond. Henry S. Hitchcock, secre- 
tary, Woodbury, Conn. 

IowA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBIT, Des Moines, Feb. 29, March 
1, 2, 3, 1916. A. R. Sale, secretary, Mason City, 
lowa. 

CALIFORNIA STATE RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, San Francisco, March 14, 15, 16, 
1916. L. R. Smith, secretary, Oakland, Cal. 

AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, Pittsburgh, Pa., May 24, 
25, 26, 1916. Headquarters, the new William Penn 
Hotel. Arthur H. Chamberlain, secretary, Mar- 
bridge Building, New York. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION AND EXHIBITION, June 12, 13, 14, 15, 
1916. George A. Fiel, secretary, 176 Federal Street, 
Boston, Mass. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Boston, June 13, 14, 15, 1916. M. L. Corey, 
secretary, Argos, Ind. 



























































GETTING 


train for races or trials of skill and strength 
of any kind. | 

To-day we know that we must train for business 
if we wish to attain success. 

The untrained, inefficient man gets out of step, 
loses his breath, burns out his energy, and passes 
to the rear. 

The trained man—the efficient man—catches the 
pace, maintains the rhythm of the step, conserves 
his energy, and forges ahead. 

The inefficient man is like a shotgun—he scatters 
his energies. 

The efficient man is like a repeating rifle—he does 
one thing at a time and does it quickly. 

Results are obtained by doing the thing and doing 
it right. 

We can get results the latter way only (1) by 
knowing the elements of business and their rela- 
tionships, (2) by applying that knowledge to our 
work. 

Now is the only time to begin doing this. 

Develop by using your power of concentration 
and analysis. The only way to acquire more knowl- 
edge is by systematic, orderly inquiry and analysis. 

Business to-day is the expression of endurance 
and skill. The modern business man is a creator 
and manipulator of energy. 

He must utilize that energy on the right work, at 
the right time. If does not help to “lie awake” at 
night—be awake during the day. 

The secret of success in life is to be prepared 
when opportunity presents itself. 

Prepare for opportunity by study, observation, 
and travel, so that you can acquire judgment, skill, 
and virtue. . 

Judgment tells you how, skill shows you how, 
virtue makes you do. 

Karl Marx says: “A useful article has value only 
because human labor in the abstract has been em- 
bodied or materialized in it. It has either a use- 
value or an exchange-value. The value of labor 
depends upon its thought, or creative capacity.” 

By having thoughtful labor or effort to offer, we 
have that which will continue to be an asset and 
have an extrinsic value. 

The effect of our labor, our effort, will be greatly 
lessened if we have not a real love for the work we 
do. 

If you do not love the work you are now doing, 
either you or the work is to blame—and it will more 
likely be you. | 

Ask yourself: (1) Is the work honest? (2) Is 
the work in itself pleasant to me? (3) Do I pos- 
sess the qualifications necessary for the successful 
performance of my work? 

If you can answer all these questions with a 
“ves,” there is no reason for changing your occu- 
pation and every reason for staying at it. De- 
velop the power of continuity, the ability to stick 
to your present work until you have made a success 
of it. 

Consider the postage stamp—it sticks to one 
thing until it gets there. 

Sometimes I am told by young men possessing 
an over-developed wish-bone and an under-developed 
back-bone that success is too difficult to attain— 
that at best, only a few can “get there,” so why 
should they struggle and study when so much is 


’: generations we have known that men must 


RESULTS 


By HAROLD WHITEHEAD 


against them? “Besides,” they say, “the world 
owes us a living.” 

This wail of flabby youth (and sometimes of old 
age) is effectively answered by all statistics on 
employment, which show what need there is for 
trained men and how little demand for untrained 
men—especially in times of trade depression. 

With the comment that the world owes us a liv- 
ing I am inclined to agree. The world does owe us 
all a living; but, we must collect it for ourselves. 

We have houses, but they are in trees and we 
must get and use the material the world supplies 
us free in part fulfillment of its debt to us. 

We have electricity, but it is in the clouds, and we 
must harness it to our machinery. 

The tools for all our work are in their elements 
free for our use, but we must fashion them. 

Knowledge to-day can be had from books, but we 
must get that knowledge by our own mental effort. 

Our clothes are on animals and in the field, but 
we must transform them from their original form 
to our needs. 

And so on down the line—everything we need is 
here absolutely free; all we have to do is to collect 
for ourselves. 

Can you imagine anything worse than “nothing 
to do?” 

Imagine sitting all morning on a soap box— 
whittling; then after lunch sitting on a soap box— 
whittling, all afternoon; when dinner is over, re- 
turning to our soap box to whittle until bed time; 
next morning after breakfast returning to our soap 
box and whittling until lunch time; and so on. 

Can you imagine anything worse than “nothing 
to do?” 

If you question this, try doing absolutely nothing 
for a few days. You will never question the bless- 
ing of work again! 

The best hours of the day are those spent at 
work. Let us therefore work with a will in the 
realization that we have to pass the time somehow, 
and that work is the happiest way to do it. 

Some men have to be everlastingly stung into 
action. Those who become successes are equipped 
with “self-starters.” 

















The Hatman 


“There ain’t no sich Animal!” 
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The Best Way to Sell the Best Hinges 


TANLEY’S Hinges in Boxes and Stan- 
ley’s Hinge Display Cards—the com- 
plete Stanley System which we are 
offering to progressive Hardware men. It 
makes the selling of Stanley’s Hinges a 
simple matter, avoids all loss of time on 
the part of customers or clerks and prevents 


mistakes. 


The Hinge Displays are perfect full-sized reproduc- 
tions in natural colors of the various sizes and styles 
of Stanley’s Strap and T-Hinges, Hinge Hasps and 
“Safety” Hasps. Each display consists of four stout 
cards hung on a steel support. The cards are hinged 
so that they can be swung from side to side and each 
card shown to the customer, permitting him to quickly 
pick out the hinge he wants. 


The clerk turns then to the adjoiming shelves and 
selects the right box at a glance. Each box is plainly 
labeled and contains a pair of hinges with just the 
right number of screws of the proper size. The 
Stanley box is of the neat, strong, telescope pattern. 
We originated this style of package for Strap and 
T-Hinges and have used it for many years for our 
other lines of Shelf Hardware. 


One of the big advantages of this Stanley System lies 
in the fact that you are handling Stanley’s Hinges, 


for sixty years the Standard of quality in the hard- 
ware and building trades. 


The average man will trade where he gets the 
best service. If your competitor carries hinges in 
boxes a customer will be detained there only a 
minute or two against the twelve minutes required 
at your store. It is to your advantage therefore 
not to waste the time of your customers. 


Write to Department “W” regarding this time- 
saving, money-saving system of selling hinges. We 
will tell you how you can procure a set of these 
Hinge Displays free. 


Ask for supply of circulars, with your imprint, 
describing this system. They can be included with 
letters and invoices to your customers. 


Stanley Products have received the Highest Award, 
Medal of Honor, at the Panama-Pacific Exposition. 
Our First Medal was received 60 years ago. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


Products: of the Norlund 
Novelty Company 


The Norlund Novelty Company, 
Williamsport, Pa., is making the “Jit- 
ney” tack puller, which is described as 
being made of the best high carbon 
steel with a forged claw, pressed into 
shape. The claw is so constructed 
that it may be readily forced under 
the head of the tack even though it be 
driven tight into the floor. 

After this little device is pressed 
into shape it is oil tempered, which 
makes it strong and durable. It is 
nickel-plated and mounted in a hard- 
wood handle with a ferrule. It is 
fully guaranteed by the maker, and 
is packed one dozen in a box and 12 
boxes to a shipping carton. 

The price of this tack puller is 10 
cents and the cost to the dealer is 60 
cents per doz. or $6 a gross. 

The company also manufactures the 
Norlund hot pan lifter, which, the 
company states, is neat in appearance, 
novel in design, automatic in opera- 
tion and perfect in its grip. It is made 
of nickel-plated steel, mounted in a 
black-enameled hardwood handle with 
a ferrule, and is put up one doz. in a 
box, 12 doz. in a shipping carton. An 
easel back display box is furnished for 
dealers. 

In operating this hot pan lifter, all 
that is necessary is to place the lifter 

















Top to bottom: “Jitney” tack puller, hot 
pan lifter, flexible fruit jar tightener 


over the edge of a pan and it auto- 
matically grips the pan as soon as a 
lifting motion commences, holding it 
firmly until set down, when the lifter 
will release its grip. This little de- 
vice does away with burnt fingers, 
sore hands, or with spilling the con- 
tents of the pan. The retail price is 
15 cents and the cost to the dealer is 
$9 per gross. 

Another product of this company is 
the flexible fruit jar tightener. This 
the company states is made of steel 
and is so constructed that it can be 
easily and quickly adjusted to fit pint, 
quart and two-quart jars as desired 
and grip them firmly either way for 
tightening or loosening the cap. 





Bridal set of the American Aluminum Ware Company 


Set of Aluminum 
Ware 


The American Aluminum Company, 
374-380 Jelliff Avenue, Newark, N. J., 
has recently made up a set of 13 
pieces of aluminum ware which the 
company calls “A Special Bridal Set.” 

This set consists of a 1%-qt. sauce 
pan, a 2-qt. stew pan, a 3-qt. Berlin 
sauce pot, a 2-qt. double boiler, a 6-qt. 
tea kettle, a 2-qt. coffee pot, a 2-at. 
pudding pan, one set of salt and pep- 
per shakers, one 8%-in. heavy frying 
pan, a 9%-in. cake plate, a 9%-in. pie 
plate and one coffee strainer. 

All these items, the company states, 
are made of pure aluminum, of heavy 
gage. They are highly polished on 
the outside surface, and have a bright 
finish inside. The handles are of spe- 
cial design made of retinned steel. 
The retail price of this special set is 
$14.50. 


Anchor Brand Rubber Bits 


The North & Judd Manufacturing 
Company, New Britain, Conn., has re- 
cently made an improvement in its 
line of rubber mouth bits. The chains 
used in the construction of these bits 
are covered with an anti-rust Anchlo- 
ride finish. 

The chains are of strong, solid link 
construction, and the company states 
they have ample strength to with- 


Bridal 


- stand any strain to which they might 


be subjected when in use. 

In order to provide the best wearing 
qualities, the highest grade of bit 
rubber, vulcanized in the plant of the 

















Anchor brand rubber bits 


North & Judd Manufacturing Com- 
pany is used. This, in connection with 
the long lasting qualities of the 
Anchloride finish chain center, makes 
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this bit especially durable and ex- 
tremely long-lived. 

In each package of these bits the 
North & Judd company includes a 
little circular giving the dealers very 
valuable pointers on the selling of 
rubber bits. 


Root-Heath Shoe Lasts and 
Stands 


The Root-Heath Mfg. Company, 
Plymouth, Ohio, manufactures an ex- 
tensive line of shoe lasts and stands. 

Among these, one that is proving 
itself to be very popular is the “Atlas” 
last and stand, which can be adjusted 





























Atlas lasts and stand 


to any angle. There are six adjust- 
ments. 

A 22-in. stand with four lasts, one 
each 914, 8%, 7 and 5% in., lists for 
$15 per dozen sets. A 22-in. stand 
with three of the larger. lasts lists 
for $13.75 per dozen sets. 

Ohio lasts and stands are made with 
a lock bearing, which makes them 
very strong and rigid. The lasts are 
the latest style toe. One is especially 
adapted for ladies’ work. An extra 
heel piece is included with this set, 
which makes possible the repairing of 
all sizes of heels. This set of special 
metal is strong and durable and the 
company will replace any claims for 
breakage free of charge. 

A 20-in. stand with four lasts and 
heel piece lists for $12.50 per dozen 
sets. 
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REMODELED 


Yes, this house was remodeled, rearranged as shown 
in above plan. It was desired to make the first floor as 
‘ airy, spacious and roomy as possible, so wide openings 
; were made between the rooms. Then, to insure privacy 
: | when desired, seven sliding doors were hung in the open- 
: ings on R-W House Door Hangers, and the sun-parlor 
opening can be closed by R-W hung accordion doors. 








This shows what can be accomplished, even in a 
remodeled house, by installing sliding doors. 


Talk to your contractors, archi- 
tects and house builders. Start 
the ball rolling and it will come 
back to you with some business. 


ichards-Wilco 


MANUFACTURING Co. fax 


| AURORAILLUSA. 


Richards-Wilcox Canadian Co., Ltd. London, Ont. 













Branches: 
New York 
Boston 
No. 221 P hiladelphia 
R-W Advance Chicago 
.—~— Door St. Louis 
— Minneapolis 
San Francisco 
Los Angeles 
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“One Minute” Hand Power 
Vacuum Washer 


The One Minute Manufacturing 
Company, Newton, Iowa, has added 
another new washing machine to its 
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“One Minute” hand power vacuum 
washer 


line. This is called the “One Minute” 
hand power vacuum washer, but it is 
designed and built for hand power, 
engine power or electric power. 

The tub is constructed, the company 
states, from carefully selected kiln- 
dried Louisiana cypress. Cut gears 
make the machine run _ perfectly 
smooth and quietly, and all these gears 
are fully inclosed, so there is no pos- 
sible danger of accident or injury to 
the operator. 

The dasher, which is the most im- 
portant part of any washing machine, 
is made in an oblong shape from a 
rust-proof composition metal, divided 
into two parts, each containing a 
patent ball valve at the top, which 
opens at each downward stroke and 
controls the air pressure, forcing the 
hot suds and steaming water through 
the clothes. 

The dasher advances one-twelfth of 
a turn at each stroke of the handle 
and in six strokes it covers the entire 
bottom of the washer, so that every 
garment receives a thorough washing. 

According to the One Minute Manu- 
facturing Company, this vacuum 
washer will wash the most delicate 
fabrics, lace curtains, shirt waists, 
etc., without the possibility of injury. 
It is also claimed that it will wash 
blankets, carpets and heavy clothes 
equally well, because the water is 
forced through the clothes, carrying 
the dirt with it. 


THE R. E. DiEtzZ COMPANY, New 
York City, manufacturer of lanterns, 
occupying the nine-story building on 
the corner of Greenwich and Laight 
Streets, has purchased a five-story 
building adjoining its property. 


“ 


New Safety Razor Selling 
Plan 


It has for some time been the policy 
of the Auto Strop Safety Razor Com- 
pany, 345 Fifth Avenue, New York 
City, to allow dealers to put out the 
Auto strop safety razor on thirty 
days’ free trial to any customer, pro- 
vided he deposited $5 as the purchase 
price of the razor, the money to be 
refunded if at the end of thirty days, 
or before, the customer found himself 
dissatisfied with the razor in any way. 
But recently this company has made 
an offer even more generous. It will 
now allow the retailer to offer any 
regular customer interested in this 
razor thirty days’ approval without a 
deposit of any kind if he agrees that 
at the end of thirty days he will 
either return the razor or make pay- 
ment of $5 for it and close the trans- 
action without further obligation. If 
at the end of thirty days the cus- 


tomer fails to return the razor or pay 


for it the Auto Strop Safety Razor 
Company will make good the loss to 
the dealer without any trouble or un- 
usual delay. 

To enable the dealer to handle this 
business in a systematic way and keep 
record of it, the company puts out a 
pad of blanks that provides the space 
for the name and address of the cus- 
tomer to whom the razor is given on 
trial. A white slip is given to the 
customer and a yellow carbon retained 
by the dealer. On the slips are 
printed the terms of the free offer. 
If when the next monthly statement 
is sent out by the dealer, the cus- 
tomer has not returned or paid for the 
razor, a bill for $5 will be sent to 
remind the customer either to return 
the razor or to drop in and pay for it. 

With this plan the company states 
the dealer can suffer no loss, but he 
should not, of course, give out the 
razor indiscriminately. The razors 
should be put out on approval only 
to customers who are known to the 
dealer and whom he thinks worthy of 
such credit. 


“Pexto” Bolt and Wire 
Cutter 


The Peck, Stow & Wilcox Company, 
Southington, Conn., has placed a new 
tool on the market for cutting wire up 
to % in. diameter. It is known as 

















“Pezto’”’ bolt and wire cutter 


the P. S. & W. bolt and wire cutter, 
and it operates on the compound lever 
principle. 

The head is of polished forged steel 
and the handles are japanned in black. 

The tool comes in three sizes— 
10-in. for %-in. wire, 12-in. for 
3/16-in. wire and 15-in. for %-in. 
wire. 
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“Keyredie”’ Key Ring 


F. H. Noble & Co., Fifty-ninth and 
Wallace Streets, Chicago, IIl., is man- 
ufacturing the “Keyredie” key ring. 

On one end of this key ring are 
kept the less important keys and at 

















“Keyredie”’ key ring 


the other end the house key or office: 
key, the one most constantly needed. 
It eliminates the trouble of finding the 
key wanted. In order to put on keys. 
or take them off, all that is necessary 
is to revolve the discs on each side 
so that the slots in the discs are at 
the top and flush with a correspond- 
ing slot or opening in the ring. With 
the disc in this position the ring is: 
open to receive the keys. 

Not only, the company states, does. 
the “Keyredie” give freedom from 
bunching, but it is very sturdily con- 
structed. It is built to withstand the 
strain and abuse that a key ring 
suffers during its many years of 
service. 


The tumbler lock arrangement, it is. 
claimed, eliminates the fault of allow- 
ing more than one key to come off at. 
a time. The company states it is im- 
possible for the lock to come open 
voluntarily. This key ring is intended’ 
primarily as an advertising device, and’ 
it is furnished, lettered on one side,. 
nickel-plate finish, for $45 per M. 


Globe-Wernicke Catalog 


The Globe-Wernicke Company, Cin- 
cinnati, Ohio, has recently issued two: 
new catalogs, one of stationers’ goods 
and the other of Globe-Wernicke filing 
cabinets of wood and steel. Both are 
very well printed and _ illustrated, 
many of the illustrations of filing cab- 
inets being in colors. 


Some of the new items to which this. 
company calls attention, and which: 
are recent additions to the line, is a 
hold-fast file, a desk stationery rack,,. 
a desk drawer stationery rack and a 
new line of vertical filing cases. In 
the catalog of filing cabinets special 
attention is called to a new line of 
counterheight cabinets, a new truck 
base, that is used to move sections of 
filing equipment that are put into. 
vaults at night and, too, a new sys-. 
tem, of sectional steel shelving. 
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Inventory Time Has No 
Terrors For This Dealer 


It did have at one time. He used to spend the month of January invoicing the 
contents of his store—working late at night himself, keeping his clerks until long 
after hours, and having a mighty unpleasant time all around for a couple of weeks. 

Now, however, it’s different. His store is completely equipped with Warren Hard- 
ware Fixtures and an inventory can be made with the least possible bother and loss 
of time. And every clerk knows every day in the year just where he can put his 
hands on the thing he wants. 

Warren Fixtures do not cost as much as you think. Our new price list proves it. 

Our catalogues tell how easily and economically your store can be Warrenized. 
May we mail you copies? 


J. D. Warren Manufacturing Co. 


Masonic Temple Chicago 


EASTERN DISPLAY ROOM;; 253 Broadway, N. Y. : 


Warren Fixtures are manufactured in the largest and finest equipped plant 
of its kind in the world. 
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Catalog of Scroll Saw 
Designs 


Schroeter Brothers Hardware Com- 
pany, 717-719 Washington Avenue, St. 
Louis, Mo., has recently issued a 1916 
edition of Schroeter’s revised and im- 
proved scroll saw designs. This cat- 
alog shows an immense assortment of 
attractive scroll saw designs for prac- 
tically every kind of work and lists 
and describes woods and veneers for 
scroll saw work, machines for scroll 
saw work, lathes for wood turning, 
bracket saw frames, molding and 
fancy hinges and catches for scroll 
saw work. In addition to this the 
catalog gives a varied line of small 
miscellaneous hardware, tools, auto- 
mobile supplies and tires. This cata- 
log measures 7% x 10% in. and con- 
tains 64 pages. 


Catalog of Household 
Knives 


A handsome catalog of household 
knives has recently been put out by 
the Harrington Cutlery Company, 
Southbridge, Mass. This book is well- 
printed on a very good grade of paper 
and shows a complete line of kitchen 
knives, slicing knives, paring knives, 
grape fruit knives and knives in sets. 
There is in this book a knife for prac- 
tically every kitchen purpose. Many 
of the smaller knives are put up in 
attractive display boxes. 

This catalog is known as No. H-7 
and is devoted entirely to household 
knives. Other catalogs of the com- 
pany are devoted to shoe findings, 
butchers’ supplies, cigar makers’ edge 
tools and various other knives and 
small tools not generally classified. 


Sign Talk 


The Enterprise Mfg. Company, 
Akron, Ohio, manufacturer of 
Pflueger fishing tackle, has put out a 
little folder called “Sign Talk or Sell- 
ing Helps for Enterprise Dealers.” 
This was sent out accompanying a 
lithograph hanger advertising this 
well-known brand of fishing tackle. 
It is a reproduction in nine colors of 
an oil painting showing a bull dog 
with a Pflueger line in his teeth and a 
live, struggling fish on the other end. 
it is entitled “A Faithful Friend.” 
The same design is furnished in a 
transfer sign in colors to be affixed 
to the dealer’s window, and the same 
idea is also carried out in a cellu- 
loid sign, 10 x 15 in., that can be used 
for hanging in the interior of the 
store or for use in window displays. 


Curtain Stretcher Catalog 


A 1916 catalog has recently been 
issued by the Chicago Curtain 
Stretcher Company, Thirty-seventh 
and Wall Streets, Chicago. This cata- 
log illustrates and describes curtain 
stretchers of many kinds, ironing 
boards, pastry boards and bread 
boards, clothes bars, sewing tables, 
step ladder stools and step ladder 
chairs, folding wash benches, window 
flower boxes and a small line of 
wooden bird houses. 


“Vital” Suction,Cleaner 


The Bigsby-Rotary Mfg. Company, 
Cleveland, Ohio, has put on the mar- 
ket the “Vital” suction cleaner, de- 
scribed as a suction cleaner that gen- 
erates its own power as it is pushed 
across the rugs and floor. Because of 
this feature this cleaner can be run 
at no expense, and there are no cords, 
wire or hose to bother with. It is 
claimed that very little effort is need- 
ed in the operation of this cleaner, be- 
cause its light weight causes it to run 
very easily. 

Large traction wheels generate the 

















“Vital” suction cleaner 


operating power and are covered with 
rubber tires so that the machine can- 
not mark furniture or floors. The suc- 
tion is caused by a fan of ample size 
which runs easily on ball bearings and 
which is contained in a separate cham- 
ber that keeps out the dust and dirt. 

Lint, thread, hair or ravellings are 
quickly picked up by the positive gear- 
driven brush, which is fitted in the 
nozzle. The machine, it is stated, is 
built of aluminum and weighs 9% Ib. 
The retail price is $15. 


Cabinet Hardware Catalog 


John Duer & Sons, 36-38 South 
Charles Street, Baltimore, Md., has 
recently issued a new catalog of cab- 
inet and drapery hardware and wood- 
works’ tools. This catalog is pro- 
fusely illustrated and contains 368 
pages. 
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Sprayer Catalog 


A new edition of “How to Spray, 
When to Spray, and Which Sprayer to 
Use,” 1916 edition, has been issued by 
the Goulds Mfg. Company, Seneca 
Falls, N. Y. 

This book deals first with the ad- 
vantages of spraying and the proper 
time of the year to spray to secure 
the best results. It gives valuable 
information on the selection of an 
outfit and follows this up with com- 
plete illustrated descriptions of the 
various kinds of Gould’s spray pumps. 
Following the pages devoted to pumps 
and accessories, is a Goulds spray cal- 
endar, which gives valuable informa- 
tion for combating the pests that are 
common at present on the different 
fruits and which appear to be affect- 
ing these fruits. It tells the proper 
time to spray to secure the best results 
against these insects and gives the 
formulas for the correct spraying 
solution. 


Incubator Catalog 


The Queen Incubator Company, Lin- 
coln, Neb., has issued recently a 1916 
catalog of Queen incubators, brooders 
and poultry supplies. This catalog is 
well printed and illustrated with pic- 
tures of the brooders and incubators 
and with scenes showing them in act- 
ual use. Many of the illustrations are 
in the natural colors. The smallest 
incubator listed in this catalog is the 
Baby Queen, which has a 75-egg ca- 
pacity and weighs 67 lb. There are 
several styles and sizes from this up 
to 375-egg capacity, which weighs 162 
Ib. and lists for $34. 


Johnston Farm Machinery 


Catalog 


The Johnston Harvester Company, 
Batavia, N. Y., has issued a 1916 cata- 
log of Johnston farm machinery. This 
catalog is well printed and illustrated 
on good paper and shows a line of 
mowing machines, grinders, hay rakes 
and hay cutters, seeders, way loaders, 
disc harrows, fertilizers, drills and 
land rollers. 


American Silver Company 
Catalog 


The American Silver Company, 
Bristol, Conn., has recently issued a 
handsome new catalog of “World 
Brand” silverware. This catalog is 
exceptionally well illustrated with 
many fine half-tone engravings, many 
of which are full size. It shows a 
complete line of table silverware in 
separate pieces and in sets in a great 
variety of patterns. 


JAMES C. PATTEN, secretary and 
general manager of the Globe Stove 
and Range Company, Kokomo, Ind., 
for fifteen years, has announced his 
resignation, to take effect immediately, 
and in future will be connected with 
the Haynes Stellite Company. He will 
continue as secretary of the Globe 
Company, and retains his holdings, 
but the management has been taken - 
over by Frederick M. Ruddell, treas- 
urer of the company. 
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Why Not Sell More 








Do It For Less Money 











ERE’S the 1916, brand- 
H new, up-to-the-minute, 
idea in a sales help for 
the hardware dealer—the 
Pexto Brace Display fixture. 
Shows the most _ popular 
numbers of the famous Pexto 
line at a glance. 
Displays them effectively. 
Accomplishes quicker turn- 
overs. 
Cuts the cost of selling by 


reducing time and labor. 

With its array of striking colors and 
its polished shining braces, this display 
is an unfailing attraction wherever it 
is placed. 

From the show-window it calls to 
the passer-by, whose mind up to that 
moment may have been far from the 
thought of his possible need for a 
brace. Inside the store—on wall or 
counter—it reminds, or tempts, or ex- 
plains to your trade, as the case may 
require. 

Let your clerks spend their time 
taking out, showing and putting back 
such stock as has to be handled that 
way, but don’t pursue this time- and 
money-wasting method of trying to 
sell Braces. 


Pexto Braces Are First 


The first American-made brace was 
a Pexto. The most modern and 
efficient brace of today—the Samson— 
is a Pexto. Between the production 
of these two tools nearly three- 
quarters of a century has passed, dur- 





includes practically every style of 
Ratchet and Plain Bit Braces. 


If your jobber can’t supply you with the 

Pexto Brace Display, write us. We'll be 

glad to tell you also about our Plier, Screw- 
Driver and Snips Displays. 


The Peck, Stow & Wilcox Co. 


Mfrs. Mechanics’ Hand Tools, Tinsmiths’ and 
Sheet Metal Workers’ Tools and Machines, 
Builders’ and General Hardware. 


Southington, Conn. Cleveland, Ohio 





ing which time Pexto Braces have Size 13 * 36% inches. 
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Braces When You Can =RACES 








Will stand or hang. 
maintained their leadership. The line Holds tools firmly in place 





























One-Piece Metal Inspection 


Lamp 
The Gibson-Hollister Mfg. Com- 
pany, 3380 Washington Street, 


Jamaica Plain, Mass., has just put on 
the market the “Wylite” inspection 
lamp for motor car use. This lamp is 
made throughout of metal. The frame, 
body and handle are composed of a 
light, rigid, practically unbreakable 
cage of heavy gage wire, electrically 
welded at all points of intersection. 
The lamp is regularly furnished in 
bright finish, but may be had in a 
special black finish if required. 

Absolute protection is afforded to 
the lamp bulb, it is claimed, which can 
be as readily removed or inserted as 
those on the headlights of the car, a 
bayonet socket being provided. 

The company states that: the ex- 
treme simplicity of the construction 
of this lamp permits the very reason- 

















The “Wylite” one-piece metal inspection 
amp 


able retail price of $1, and the deal- 
ers’ discounts are such as to make the 
proposition extremely attractive. 


New Inner Tube for Ford 
Cars 


The Double Fabric Tire Company, 
Auburn, Ind., is‘making an inner tube 
designed to correctly fit either the 
front or rear tires of a Ford car. 

Instead of making this a 30 x 3 
tube, which will stretch to fit a 30 x 
8% casing, it is making a full 30 x 3% 
size so constructed that it will not 
overcrowd a 30 x 3 casing. This is 
accomplished by putting an extra strip 
of-rubber along the rim side of the 


tube, and so vulcanizing it that it 
arches inward and away from the 
beads and rim. This is clearly shown 
in the accompanying illustration. 

















New inner tube of the Double Fabric Tire 
Company 


The tube is described as attractive 
in appearance. It is white with the 
extra thickness of red rubber along 
the rim side. It is made of alternate 
plies of white and gray rubber, and is 
claimed to be proof against air leak- 
age and pinholes because each of the 
plies forms an air-tight tube in itself. 

When fully inflated the tube is prac- 
tically immune from pinches on ac- 
count of the extra thickness at the 
voint where all pinches occur, and it 
has been given the name of “Anti- 
Pinch.” 

The “Anti-Pinch” tube is made in 
all sizes, but in the special size for 
Ford cars it is called the “Ford Uni- 
versal Size.” 


Accessory Catalog of the 
Walker Mfg. Company 


The Walker Mfg. Company, Racine, 
Wis., has recently issued a new and 
comprehensive catalog of automobile 
jacks, shock absorbers and accessories 
for Ford cars. The catalog is neatly 
printed on heavy plate paper, with 
excellent cuts illustrating the various 
devices handled by the company. 

Among the new accessories for 
Ford cars, featured in the catalog 
are the Walker “Steer-ezer,” an in- 
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expensive device, and the “Ezyfill” 
radiator cap, with snap cover. The 
Walker running board brace, de- 
signed to prevent the sagging of run- 
ning boards, and the Walker double 
cantilever springs, which act as shock 
absorbers. 

The company also publishes an at- 
tractive booklet entitled “The Story 
of a Jack,” which details in story 
form the method of construction and 
the uses of the various motor jacks 
handled by this concern. 


American Absolute Lock 
Nut Assortment 


The American Lock Nut Company, 
Chicago, IIll., manufactures’ the 
American lock nut which, it is 
claimed, can be used anywhere a nut 
or rivet is usable, and cannot pos- 
sibly loosen or drop out. On the con- 
trary, it is stated that vibration tends 
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“General Purpose Assortment” of Amer- 
ican absolute lock and nuts 


to tighten it, which takes up the wear 
at all times. 

The absolute lock nut is made in 
all sizes from % to 2% in. in the 
following finishes: Hot pressed, 
square and hexagon; semi-finished 
hexagon; C. T. & R., square and 
hexagon; milled steel, hexagon % to 
1 in.; and in both U.S.S. and S.A.E. 
threads. 

A special display box containing 
400 nuts and called a “General Pur- 
pose Assortment” has been made up 
and lists for $20. This box is of 
sheet steel with electrically welded 
partitions. The whole case is fin- 
ished in baked black enamel, which 
makes a very attractive and lasting 
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They Last Longer 


It stands to reason that any non-skid tire with knobs or humps cannot 
wear as long as Nassau Tires, which have depressions. 


The knobs are constantly jamming down the interior fabric of the tire and 
the plies thus become loose and disintegrate. 





Another thing—the depressions on Nassau Tires “draw” the road much 
better—they are therefore safer. 


After all, it’s wearability that the tire buyer is seeking. And your cus- 
tomers can easily see the wearing-out disadvantages of a knob or hump 
on any tire and the durable and safe features of the depression-built 
Nassau Tires. 


Incidentally, the leading speed kings have made their most thrilling and 
successful records with Nassau Tires, which proves that your customers can 
still have durability and safety without sacrificing “go-ability.”’ 


And you sell every customer on this unqualified guarantee, that Nassau 
~ Tires must make good or we will. 


Nassau Wires 


All-Mighty Tough” 
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Thermo, 


HYDRAULIC COMPRESS 
Brake Lining - 100% 


A Thermoid Garden Hose. 
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display box. A window display card 
is included in each assortment, or a 
handsome hanger illustrating the ab- 
solute lock nut will be sent to the 
dealers who stock this assortment. 


McGregor Four-Cylinder 
Shock Absorber 


The U. S. Auto Bumper Company, 
Chicago, IIll., manufactures the Mc- 
Gregor four-cylinder shock absorber. 
This device is described as having 
four cylinders and four delicately 
graded springs which work independ- 
ently. This, the company states, in- 
sures a very soft cushion and a most 
effective rebound check. 

The company states that this shock 
absorber is dirt proof and absolutely 




















McGregor four-cylinder shock absorber 


noiseless and that the tension of the 
spring can be adjusted to any load. 
The use of shock absorbers of this 
kind adds life to the tires and to the 
entire car. 

This shock absorber is made for 
1%, 2, 2% and 2% in. springs and 
retails for from $10 to $12. 


“Mephisto” Auger: Bits 


The W. A. Ives Mfg. Company, Wal- 
lingford, Conn., is sending to the trade 
printed forms on cardboard about 
pestal-card size matter that is intend- 
ed to help the merchant in keeping his 
stock of “Mephisto” brand auger bits 
in good shape, requiring only the fill- 
ing out of blank spaces left for that 
purpose. This printed matter suggests 
the return of imperfect or broken au- 
ger bits, rusty or shopworn, so that all 
“Mephisto” goods may be put in per- 
fect salable condition. 

On another section, having the ad- 
dress for remailing, there are printed 
sizes regarding bits No. 8 from 4 to 
16/16, electric bit No. 9 from 10 to 
12/16, and both B and C sets so ar- 
ranged that the goods returned may 
be enumerated as easily as possible 
for a record. 


“Ateo” Tire Patch for Ford 
Cars 


The Autocrat Tire Company, Mid- 
lothian, Tex., has recently put out the 
“Atco” tire patch, which is intended 
to be used on either 3 or 344-in. tires 
and which, it is claimed, will give 
as good service on one size as on the 
other. 

It is made of very fine leather and 
has a very thin and simple method 

















“Atco” tire patch for Ford cars 

of locking. To apply the patch, it is 
placed around the inner tube and the 
fasteners are placed through the cor- 
responding row of slots and pushed 
down with the thumb. It is claimed 
that this patch will repair rim cuts 
as well as blowouts in any part of 
the tire. 

The company guarantees to refund 
the retail price of $1 to any user who 
finds this patch unsatisfactory. 


The J-M Tire Pump 


The H. W. Johns-Manville Company, 
Madison Avenue and_  Forty-first 
Street, New York, has put on the 
market the J-M engine driven tire 
pump, which is described as a very 
simple arrangement consisting of a 
small but powerful air pump, a line 
of reinforced tubing, a small pressure 
gage, a supporting bracket and the 
connecting gears to the engine. 

The company states that the air 
pump is strongly constructed, well 
finished and will fully inflate a 34 x 
4-in. tire in 2% min. and a 30 x 3%%- 
in. tire in less than a minute. 

In operation a touch of the lever 
throws it into or out of action, and the 

















J-M engine driven tire pump 


pressure gage indicates when the tire 
is sufficiently inflated, and the whole 
set of tires can be attended to in less 
time than it will take to inflate one 
tire with an ordinary hand pump. 

It has been estimated by tire mak- 
ers that 90 per cent of tire troubles 
originates from under-inflation, and 
a@ power pump such as this one will 
soon pay for itself by saving in the 
tire repair bill outside of the ad- 
ditional comfort that comes from 
properly inflated tires. The complete 
pump weighs over 4% lb. and costs 
$7.50. 


¢ 
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“Ezekleen” Spark Plugs 


The Perpetual Spark Plug Com- 
pany, 330 E. Drinker Street, Dun- 
more, Pa., manufactures the “Eze- 
kleen” spark plugs. The company 
claims that this plug will feed hot 
gas to the spark and so insure per- 
fect ignition whether the spark be 
hot or cold, fat or thin, at any mag- 
neto speed. 

The insulator of this plug is hol- 
low and extends down into the flame 
of each explosion and so becomes in- 
tensely hot. It becomes filled with 
gas at each compression and the heat 
of the insulator brings the gas to 
such a temperature that it ignites 
very easily. 

The company states that there are 
no bushing nuts used with this plug 
and that the strain is taken off the 

















“Ezekleen” spark plug 


insulator and the risk of cracking 
avoided. As oil and carbon have no 
effect on the super-heated insulator, 
the need of cleaning, it is stated, is 
practically eliminated. 


Old Sol Catalog 


The Hawthorne Mfg. Company, Inc., 
Bridgeport, Conn., recently issued a 
catalog of Old Sol lighting systems 
for automobiles, motorcycles, bicycles, 
carriages, motorboats, light cars, de- 
livery vans, cycle cars and trucks, and 
for hand use. This booklet is pro- 
fusely illustrated and shows both the 
construction of the Old Sol lamps, and 
the lamps in actual use. 

This catalog also illustrates the 
various display stands which the com- 
pany supplies to dealers to assist them 
in the sale of these lighting systems. 
This book is 6 x 9 in. in size and 
contains 26 pages. 


FRANK D. JOHNS, secretary and 
manager of the Warren Specialty 
Mfg. Company, Warren, Ohio, has 
just secured a representative in Great 
Britain and Ireland for the company’s 
specialties. These include the Never- 
slip combination one man fence build- 
er and staple puller, which will be 
carried by one of the large jobbing 
hardware houses of England. 
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PISTON RINGS 


Here’s an easy-to-sell, profit-mak- 
ing accessory in demand all the year 
"round. 


Its sale is not limited like other ac- 
cessories to the automobile field alone. 
The field for XRoov Piston Rings in- 
cludes every kind of gas engine in use— 
motor boat, motorcycle, tractor, station- 
ary and portable. Power is what the 
owners of these engines want first and al- 
ways, and power is what these \ganYroor 
Piston Rings will get for them. 


Another great point about handling 
the \sanYroor Ring is that it is sold only 
through the jobbing and retail trade. It’s 
strictly a replacement article. Engine 
manufacturers can’t buy these rings to use 


There is only one true \gaxYReow Piston Ring made. 


as standard equipment. This ome in- 
sures the stability of your trade and of 
your prices. 


One-fourth of all the cars in the 
country have been equipped with 
\wan{roor Piston Rings—the other three- 
quarters will be in the market for them. 
Every car sold in your town is a prospect, 
because the only way the owner can get 
them for his engine is to go out and buy 
them. 


And that trade is only a drop in the 
bucket compared with what’s offered by 
the gas engines of all other types in your 
territory. Here’s an opportunity that’s 
really exceptional—get your share of the 
profits it means to dealers. 


Be careful 


about imitations that may be called leak proof—but that must fail to give 


\eanYRoor service or \zan YRoor satisfaction. 


SEND FOR THIS FREE BOOK 
Post yourself on \gaxnYRoor Piston Rings. 


piston rings in gas engines and shows why \nanYRoor Rings are superior to 
all others. It is the standard handbook of compression. Cut off coupon — write 
name and address on margin and mail. 


McQUAY-NORRIS MFG. CO. 


every Ring. 


See the name stamped on 


It describes the uses of 
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St. Louis, U.S. A. Ps Post yourself on \ganYReer 


2828 Locust Street 
Canadian Factory: / Piston Rings. It describes the 


W. H. Banfield & Sons, 372 Pape Ave., Toronto /___uses of piston rings in gas engines 
/ and shows why \ganYRoor Rings are 


BRANCH OFFICES: 
one You a Paul Suaetie Loe Angeles Py superior to all others. It’s the stand- 
Pittsburg icago tlanta ansas City all 
Cincinnati San Francisco Philadelphia Denver y; ard handbook on compression. 
as / Cut off coupon—write name _and address 
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W.-B. Tubular Socket 
“Wrench Set 
One of the latest additions to the 


line of automobile accessories made 
by the Winer-Barnet Company, New- 
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W.-B. tubular socket wrench set for 
Ford automobiles 
ark, N. J., is the W.-B. tubular 


socket wrench set for Ford automo- 
biles, which is described as being 
made up of tubular wrenches made 
of the finest grade Shelby tubing. 
The wrenches are forged by hand 
to the exact size required. 

The company states that this set 
is composed of those sizes which fit 
every nut and cap screw on the Ford 
car that cannot be reached by ordi- 
nary wrenches, either socket, open 
end or screw. 

The list price of this set is $3. 


Econo-Lub Grease Gun 


The Middle States Oil Company, 
Cleveland, Ohio, manufactures Econo- 
Lub, which is described as a high- 
grade grease lubricant for automo- 
biles. It is made in two consistencies 
to meet practically every use. One 
grade, which is known as No. 3, is for 
compression cups and rear-axle use, 
and the No. 2 grade is more fluid and 
is preferred by some car owners for 
transmission and rear-axle_ lubrica- 
tion. 

The most prominent feature of this 
product, however, is the method in 
which it is put up for use. This 

















Econo-Lub grease gun 


grease is packed in the Econo-Lub 
grease gun, which the company states 
is made of heavy black tin charged 
ready for use. 

To use this grease gun the tin cap 
on the bottom of the gun is removed 
and the wooden plug in the end forced 
through with a stick. The grease 
comes out at the nozzle, eliminating 
all waste. This method saves time 
and prevents the user from getting 
grease on his hands and clothes. It is 
so simple and compact and easily used 
that it can be carried in the car ready 
for emergencies. The gross weight of 
this grease gun is 1 Ib. 


“Fitzwell” Tire Case 


The Niagara Fabric Mfg. Company, 
524 West Fiftieth Street, New York 
City, manufactures automobile, motor- 
cycle and sporting goods speciaities. 
One of the latest products of this com- 
pany is the “Fitzwel.” tire case, which 
is described as a button-type tire cover 
made of heavy enameled duck that 
closes around the tire by means of 
snap fasteners. The company states 
that this is made perfect fitting and 
waterproof by a highly tempered flat 
clock spring, which is inserted in the 
edge of the outside flap. 

Another product of this company is 
a spiral spring tire cover, which is a 
continuous one-piece casing made of 
heavy enameled duck, and held in 
place when on the tire by two endless 
spiral springs on each side. The 
company states that this tire cover is 
unquestionably the best type of the 
various kinds made by this concern, 





“Fitzwell” tire case 


and it will fit equally well on smooth 
tread or non-skid types of tires. It is 
absolutely water-proof, it is claimed, 
and will fit any style of spare or de- 
mountable rims. 


Buffalo Manufacturing 
Company Catalog 


The Buffalo Mfg. Company, Buffalo, 
N. Y., has recently issued a catalog, 
No. 26, which is a booklet of 175 
pages filled with excellent illustra- 
tions and descriptions of water filters, 
water coolers, chafing dishes, table 
kettles and stands, coffee percolators 
and sets, candlesticks, nursery sets, 
match sets, crumb trays and scrapers, 
bathroom fixtures, .smoking sets, 
umbrella stands, wine coolers, cuspi- 
dors, jardiniers, etc. A supplement 
shows a line of electrical devices and 
a few more recent additions to other 
lines. 


THE PERFECT BOTTLE OPENER COM- 
PANY, Charlotte, N. C., has been incor- 
porated with a capital stock of 
$10,000. The incorporators are J. L. 
Snyder, G. H. Marvin and R. B. Coch- 
rane. 


THE RIcE & MILLER COMPANY, 28-30 
Broad Street, Bangor, Me., established 
in 1817, is disposing of its retail busi- 
ness, and will hereafter conduct a. 
wholesale business only. 
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McGregor T-Bar Bumper 


The U. S. Auto Bumper Company, 
Chicago, Ill., has recently perfected 
the McGregor T-bar bumper, which 
the company states can be connected 

















McGregor T-bar bumper 


with the chassis by a clip, and can be 
adjusted to any car in twenty min- 
utes. It is not necessary to remove 
anything from the car or drill any 
holes. 

This bumper is constructed on a 
principle similar to a shock absorber. 
Each arm of this bumper is equipped 
with a spring and a plunger connected 
with the cross bars. This feature 
takes up much of the shock of col- 
lision and will take up small jars en- 
tirely and will do much toward les- 
sening the dangerous results of more 
serious collisions. 

The adjusting feature consists of a 
set of teeth on the arm and on the 
clamp which fits on the spring. 

The T-shaped bar is made of cold 
rolled steel 3/16 x 1% in. and is 5 ft. 
long. It is made in four finishes. All 
black enamel retails for $10, black 
and nickel for $12, black and brass 
for $12, and all nickel for $16. 


Aluminum Running Board 
for Ford Cars 


Specialties for Ford Cars Company, 
635-7 North Broad Street, Philadel- 
phia, Pa., manufactures an aluminum 
running board which is made from 
very hard stamped aluminum that it 

















Aluminum running board for Ford cars 


is claimed will retain its luster under 
all weather conditions. 

This running board is attached with- 
out the use of bolts, screws, clamps or 
other fastening irons. It is attached 
by simply taking off the regular run- 
ning board, standing it on end and 
slipping the aluminum one over the 
regular board. It is designed to act 
as a cover over the old Ford running 
board. When the fender is fastened 
on it holds it securely in position and 
has a very attractive appearance. 

The retail price of these running 
boards is $3.50 a pair. 
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Greetings fromthe Remington 
Arms-Union Metallic 
Cartridge Company 


To Remington-UMC Dealers Everywhere 
and Best Wishes for a New Year of 
Continued Good Business. 





















You have just taken stock, haven't you? 
Well, if you carried over any Remington- 
UMC, you're pretty well satisfied with it as 
an asset, aren't you? : 


Thousands of dealers have done with tag 
ends of miscellaneous lines of firearms and 
ammunition forever. They have the satis- 
faction of knowing, at inventory time, that 
they have to check up on but one good, 
clean, live line—REMINGTON-UMC. 


These thousands of dealers are specializ- 
ing in Remington-UMC because alert sports- 
men want the MODERN things in their 
shooting equipments; because Remington- 
UMC is well advertised and because it’s a 
stock of quick turn-overs, always. 




















A suggestion for the New Year—Be a 
Remington-UMC Specialist. 





























Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


PHOENIX, ARIZ.—The Palace Hardware & Arms Com- 
mp! has been incorporated with a capital stock of $50,000, 
y Harry Thompson, Charles Luke and Roy McCarthy, to 
conduct both a wholesale and retail business. The new com- 
pany has purchased the hardware department of Goldman 
& Co., and will about Feb. 1, move to 14-16 West Washing- 
ton Street. Harry Thompson, president of the concern, was 
formeriy representative of the Pacific Hardware & Steel 
Company of San Francisco. Charles Luke is vice-president 
and treasurer, and Roy McCarthy is secretary and manager. 


ORLANDO, FLA.—The Carter-DeLaney Hardware Com- 
pany has opened a store at Pine and Court streets. It will 
carry a complete line of automobile accessories, baseball 
poem. bathroom fixtures, bicycles, bug whips, builders’ 

rdware, children’s vehicles, churns, crockery and glassware, 
cutlery, dog collars, fishing tackle, galvanized and tin sheets, 
hammocks and tents, harness, heating stoves, heavy farm 
implements, heavy hardware, home barbers’ supplies, kitchen 
housefurnishings, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, shelf hardware, 
en + ne sporting goods, toys and games and washing 
machines, 


ARGENTA, ILL.—R. C. Hartman has purchased the stock 
of automobile accessories, fishing tackle, mechanics’ tools, 
belting and packing, etc., of John Keatts. 


BUNKER HILL, ILL.—The Buxwell Hardware Company 
has sold its business to O. A. Dey, who will enlarge the stock. 


FLORA, ILL.—J. O. Tibbs has bought the Meeker hard- 
ware store. His stock will consist of automobile accessories, 
bathroom fixtures, builders’ hardware, mechanics’ tools, etc., 
etc. Catalogs requested. 


ODELL, ILL.—Treckers & Phillips are purchasers of the 
Cosgrove & Cleary hardware store. The new owners request 
catalogs on the following: Automobile accessories, bathroom 
fixtures, belting and packing, builders’ hardware, cutlery, 
dairy supplies, electrical household specialties, furnaces, gal- 
vanized and tin sheets, gasoline engines, heating stoves, 
mechanics’ tools, plumbing department, prepared roofing, 
ranges and cook stoves, shelf hardware and silverware. 


FERDINAND, IND.—Weyer & Knoop have succeeded to 
the hardware and implement business of John G. Beckman, 


WASHINGTON, IND.—The Keith Clarke Vance Company 
has bought the O’Donnell-Barrows Hardware Company. The 
new firm requests catalogs on automobile accessories, cream 
separators, "dairy supplies, heavy farm implements, poultry 
supplies and wagons and buggies. 


AMES, IOWA.—Speers & Slocum have bought the stock of 
Frank Theis, consisting of builders’ hardware, cutlery, fishing 
tackle, kitchen housefurnishings, lubricating oils, mechanics’ 
tools, refrigerators, washing machines, etc. 


ASHTON, IOWA.—The implement business of Melcher & 
ben has changed hands. Melcher & Zensen, the purchasers, 
request catalogs on implements. 


CUMBERLAND, IOWA.—A Weir has sold out his interest 
in the hardware business to W. J. Farwell. He will deal in 
the following, on which he requests catalogs: Bathroom 
fixtures, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, cutlery, 
dairy supplies, fishing tackle, furnaces, furniture department, 
galvanized and tin sheets, gasoline engines, hammocks and 
tents, heating stoves, home barbers’ supplies, iron beds, 
kitchen cabinets, kitchen housefurnishings, lubricating oils, 
mechanics’ tools, plumbing department, poultry supplies, pre- 
pared roofing, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware and washing machines. 


MELROSE, IOWA.—The Lee Hardware Company has 
bought the Lemley hardware stock. Catalogs requested cov- 
ering vehicles and shelf hardware. | 


EY, IOWA.—The Walls & Mikesell hardware busi- 
soar uae Been sold. C. O. Walls is the purchaser. 


OSKALOOSA, IOWA.—The stock of automobile acces- 
sories, belting and packing, building paper, electrical house- 
hold specialties, shelf hardware, etc., of Thomas & Holmes 
has been purchased by E. E. Billick. 


RADIUM, KAN.—The Farmers Mercantile Company has 
bought the stock of general merchandise of M. L. Standish 
& 


Son. 
VINING, KAN.—The Vining hardware store has changed 
hands. Frederick Bangert is the new proprietor. 


EXINGTON, KY.—Howard & Clark of 348-350 West 
Short Street, have sold their business to the Clark Hard- 
ware Company, which will carry the following stock: 
Automobile accessories, bu whips, builders’ hardware, 
building paper, children’s vehicles, churns, cream separators, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
dynamite, fishing tackle, galvanized and tin sheets, hammocks 
and tents, harness, heating stoves, heavy hardware, kitchen 
housefurnishings, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, prepared reomee. pumps, refriger- 
ators, shelf hardware and washing machines. atalogs re- 
quested on spokes, rims and shafts, milk bottles and caps. 


AST, ME.—The Hall-Ellis Hardware Company has 
Pn Mason & Hall. Mr. Wilson Ellis has recently pur- 
chased the interests of William A. Mason, who will retire. 
The company will do both a wholesale and retail business in 
the following, on which catalogs are requested: all 
goods, bathroom fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, churns, cream sep- 
arators, cutlery, dairy supplies, dog collars, dynamite, fishing 
tackle, galvanized and tin sheets, ease engines, heavy 
farm implements, heavy hardware, home barbers’ supplies, 
mechanics’ tools, paints, oils, varnishes and glass, poultry 
supplies, prepared poe Bp shelf hardware, sporting 

, wagons and wash machines. 


TERPORT, ME.—The hardware stock of Edwin §S8. 
Hookins has been sold to E. B. Nealley, who requests cata- 








logs on bathroom fixtures, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, cutlery, dairy sup- 
plies, dog collars, fishing tackle, furnaces, galvanized and tin 
Sheets, heating stoves, lubricating oils, mechanics’ tools, 
Paints, oils, varnishes and glass, plumbing department, poul- 
try supplies, prepared roofing, pumps, ranges and cook 
stoves, shelf hardware and silverware. 


BOSTON, MASS.—W. H. Thompson, for twelve years at 31 
Traverse Street, has moved to 19 Friend Street. 


PITTSFIELD, MASS.—tThe business of F. G. Belden & Co. 
of 277 North Street, which is both wholesale and retail, will 
hereafter be known as the Belden Sporting Goods Company. 


BLUE EARTH, MINN.—J. M. Malmin has purchased the 
Maxon Hardware Company, and will have his two sons asso- 
ciated with him. A complete line of hardware, bicycles and 
athletic goods will be carried. 


OWATONNA, MINN.—D. E. White, who was in the hard- 
ware business at Claremont, has bought the Daylight Store. 
Catalogs requested on delivery trucks, 


SILVER LAKE, MINN.—The C. S. Votja Implement Com- 
pany has been incorporated with a capital stock of $50,000, to 
deal in automobile accessories, belting and packing, bicycles, 
cream separators, electrical household specialties, furnaces, 
heating stoves, heavy farm implements, heavy hardware, 
mechanics’ tools, paints, oils, varnishes and glass, pumps, 
sewing machines, wagons and buggies and washing machines. 
vor} incorporators are C. S, Votja, Joseph Wosmek and John 

otja. 


EUPORA, MISS.—The Wise Bros. Hardware Company will 
open a store about Feb, 2. Its stock will consist of automo- 
bile accessories, baseball goods, bathroom fixtures, belting and 
packing, buggy whips, builders’ hardware, children’s vehicles, 
churns, crockery and glassware, cutlery, dairy supplies, dog 
collars, fishing tackle, furnaces, furniture department, gal- 
vanized and tin sheets, harness, heating stoves, heavy farm 
implements, heavy hardware, iron s, kitchen -cabinets, 
kitchen housefurnishings, lubricating oils, mechanics’ tools, 
oil cloth, paints, oils, varnishes and glass, pumps, ranges and 
cook stoves, sewing machines, shelf hardware, silverware and 
wagons and > a Catalogs requested on hardware, 
wagons and buggies. 


CONRAD, MONT.—The Strecker Hardware & Furniture 
Company has taken a lease of the Pearson Building, where 
it will carry a stock comprising automobile accessories, base- 
ball goods, belting and peeung. buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sep- 
arators, crockery and glassware, cutlery, dairy supplies, dog 
collars, electrical household specialties, fishing tackle, furni- 
ture department, galvanized and tin sheets, hammocks and 
tents, harness, heating stoves, heavy hardware, home barbers’ 
supplies, iron beds, kitchen cabinets, kitchen housefurnishings, 
linoleum, lubricating oils, mechanics, tools, oil cloth, paints, 
oils, varnishes and glass, ranges and cook stoves, refriger- 
ators, sewing machines, shelf hardware, silverware, sporting 
goods and washing machines. Catalogs requested on hard- 
ware and furniture. 


COTTONWOOD, MONT.—Jacoby & Son have sold their 
business to Charles Scharfe. 


SUPERIOR, MONT.—The Superior Hardware Company 
has opened a store, and will deal in automobile accessories, 
baseball goods, bathroom fixtures, bicycles, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, crockery and glassware, cutlery, dairy 
supplies, dog collars, dynamite, electrical household special- 
ties, fishing tackle, furniture department, galvanized and tin 
sheets, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, iron beds, kitchen cab- 
inets, kitchen housefurnishings, linoleum, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, poultry supplies, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, shelf hardware, silverware, 
sporting goods, toys and games, wagons and buggies and 
washing machines. Catalogs requested on hardware. 








NEB.—The hardware and implement stock of | 


HELVEY, 
Cecil Bosley has been bought by Hughes & Vaughn. 


OGALALLA, NEB.—R. C. Young is successor to W. W. 
Young. His stock will include bathroom fixtures, building 
paper, buggy whips, children’s vehicles, cutlery, heavy hard- 
ware, furnaces, lime and cement, mechanics’ tools, paints, oils, 
varnishes and glass, pumps, shelf hardware, sporting goods, 
washing machines, etc. Catalogs requested on builders’ hard- 
ware. 


WAUNETA, NEB.—The ponminge Hardware Company, 
purchaser of the hardware store of W. C. Higley, requests 
catalogs on automobile accessories, belting and packing, 
buggy whips, builders’ hardware, churns, cream separators, 
cutlery, dog collars, electrical household specialties, fishing 
tackle, galvanized and tin sheets, gasoline engines, harness, 
heating stoves, heavy farm implements, lubricating oils, me- 
chanics’ tools, pumps, ranges and cook stoves, refrigerators 
sewing machines, shelf hardware, silverware, wagons an 
buggies and washing machines. 


WESTERN, NEB.—William and Louis Waldorf have 
started in business under the name of Waldorf’s, Inc., and 
will deal in bicycles, baseball s, bu — builders’ 
hardware, children’s vehicles, churns, cutlery, dairy supplies, 
dog collars, fishing tackle, furnaces, furniture department, 
galvanized and tin sheets, hammocks and tents, harness, 
heating stoves, heavy hardware, home barbers’ supplies, iron 
beds, tchen cabinets, kitchen housefurnishings, linoleum, 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, poultry supplies, prepar roofing, ranges 
and cook stoves, refrigerators, sewing machines, shelf hard- 
ware, silverware, sporting goods, toys and games and washing 
machines. Catalogs requested on harness and aluminum 
ware 


GROVETON, N. H.—J. H. Welch has disposed of his hard- 
ware business to C. H. Hurlbutt. 
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fe ‘ LALLY LOT 
Vierchan®’rs / 
TRACE WARCA nts ; 
The hardware merchant is closer to his cus- | : 
tomer than other merchant. : | 
Don't jeopardize this prestige with your trade 
| by recommending any but the best of tires | 
, (and you realize that the hardware merchant | 
‘ bad . -. - ai 4 
' is the logical one to sell tires). Learn tie 
; truth about tires, because the best merchant | 
-+ on earth cannot build a tire business his efforts | : 
; are entitled to unless the tire factory builds | 
' their tires right. 
; } 
| BUT WHAT IS RIGHT? 
f e 
} 
i | 
eo 
‘ et is , 
| 
Cotton fabric is the vital part of a tire. Miller rein- 
forces this basic structure thru preserving the nat- 
ural vegetable wax and oil in the cotton fibre. This 
is as vital to the success, the wear and mileage and 
economy of tires as the steel structure is to a sky 
scraper. 
The right way to build tire sales is on tires that are 
built right— 
ey sf 4°¢> ~ 
2! 4 “ae 





ay We have an exceptional dealer proposition to offer 
a new one—and you should get the facts at once. 
Don’t jump at conclusions until you let us submit our 
proposition. We promise you a genuine surprise. 
Write today to 


THE MILLER RUBBER CO. 


AKRON, OHIO, - - U.S.A. 
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CARBONOX 
—Carbon Re- 
mover. Loosens 
the carbon and 

it is blown out 
through the ex- 
haust. Retail 
price, 75c. 


utes. Retail 
price, 40c. 











mobile Accessories 









cement. 






be. 





advertising. 
Se-Ment-Ol, “‘Finds the Leak and Fixes 
It.’’ No tedious tinkering with torch and 
solder. Pouritin. It dissolves in the 
water. In passing thru the leak the cool 
air congeals it into a cement that closes 
the leak. Drain and refill radiator and 
_the trick is done. Time 15 minutes. 


Displayed on this page are some other 
products that are just as meritorious, 


Heat of 
bakes it 





< ce ints 35e. 
each in its class, as SE-MENT-OL. : wee 
There’s a good profit in this line for dealers LEATHER” 
and the goods are top notch in every par- DRESSING 


es ate 
erproo 
ela stic finish, i 


ticular. Get in touch with your jobber at a 






. is ; 
once or write us for the “Chemically tat tone. Quart 
9? cans, 
Correct’’ Catalog. Pints, 500” 
NORWESCO 
ae AUTO TOP NORWESCO ae Co 
AND LIN- UPHOLST- amma 
a ING DYE— ERING DRESSING 
Dyes over dirt DRESSING -— Waterproofs 
ae and grease —One coat, and dyes at 
Spots. Pint quick drying same times | 
eans,40c. dressing in Quart, 0. i 
gloss black. Pint, 50c. 


Won't crack. 
Pint cans, 50c. 









First in this 
corking “Chemically 
Correct” line of Auto- 


SE-MENT-OL 


The original self-acting radiator 


A tried-and-true product that 
motorists are demanding because 
of its merit and because of our 


NEVER- 
BURN 
Engine Enamel. 


Won’t crack or 
burn off. Pint 
cans, 60c. Half 


















MANUFACTURED BY 


sz western Chemical Co. 
"Mat, Ohio, U. S. A. 





January 13, 1916 








Highest 
abrasive material 
known. This shows 
the popular double 
end box containing 
coarse and medium. 
Retail price, 25c. 


PIONEER 










For painting 

gaskets to give 
a perfect union 
and cementing 
bicycle tires to 
rims. Retail 
price, half pint, 
25¢. 


© 
PIONEER 
CLUTCH & 
BRAKE 
COMPOUND 
—Restores 
clutch and 
brake facings, 
giving them 
their original 
grip. Retail 
price, 35c. 
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NORWESCO | 


‘ear 
COMPOUND 
PF nea oe. the 


















BRASS- 
KOTE— 
Air Drying 
Enamel for re- 
finishing brass 
parts. Pint 
cans, 60c. Half 
pints, 35c. 




















engine 
on. 

























